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VICTOR SABATTINI 


Mr. Francis J. O’Brien 

Sales Promotion Department 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

When our good friend Vice President Whaley exposed me to the 
Franklin story and Franklin specials back in the fall of 1950, I 
immediately became enthusiastic. This enthusiasm has steadily 
grown as my earnings reached heights I never thought possible for 
me, From a low of approximately $8,000 to a high, last year, of 
$24,659, my earnings during the past six years averaged over 
$13,000. 

My relationship with the friendly Franklin has been and con- 
tinues to be a wonderful experience, The broad attractiveness of 
our specials makes presenting them a real joy and every call a 
delightful occasion. And I would be remiss if I did not comment on 
the fine help and cooperation I receive from the Home Office 
family. Your interest in my personal success has given me a sense 
of belonging never before enjoyed. And when you add to this the 
thrilling news that I have qualified for the MDRT you will have 
some idea of the warm inner glow that fills me at this moment. 

i Faith in God, a happy, healthy family, and the privilege of being 
a Franklinite is a strong combination for real family happiness, I 
f acknowledge my good fortune with sincerity and gratefulness. 





Cordially, 
Victor Sabattini 
General Agent 


; An agent cannot long travel at a faster gait than the company he represents! 
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ey CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


\ ; The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Five Hundred Million Dollars of Insurance in Force 
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Home Office: Sacramento 
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The tools of life insurance selling are complex. 
But most men of intelligence can learn to master 
them. If they are employed for short term gain, 
their purpose may be nullified. If used to shape 
. they truly serve humanity. 
That is why, at Cal-Western Life, so much em- 
phasis is placed upon the “career attitude”. 


THE 


-Western Life Agent 


... trusted advisor! 
.-. partner in plans 
for tomorrow! 


"Reg. U.S. Pat. Off. 
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Living 







NORTH AMERICAN Fife and Gasualty Gampany 


Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder . . . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 


chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure ‘‘BO-321’’. 





HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





H. P. Skoglund—President ¢ J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @ @© @ @ 











DON’T READ THIS 


IF YOU’RE SATISFIED AND 
HAVE UNLIMITED OPPORTUNITY 
If you do need room to grow and feel you would like a ground 


floor opportunity with a progressive, expanding medium size 
company, let us tell you our story. 


© Choice general agency opportunities in *‘‘The Provident 





be : a States” 
| e Top contracts 
® Liberal financing plans 
| e Vested renewals 
| © Complete portfolio . . . life, A&H, annuities, pension trust 
- ae = a | e Highly competitive rate book . . . many “specials” 
: umber One Man 
J through prospecting | Retirement plan, group life, hospitalization 
é e Personalized service 
A new book on prospecting. For new men and ° . 
‘ veterans alike. | e Excellent home office cooperation 
; Frank Falkstein, the author, is one of America’ . 
; great life underwriters. He has qualified for he e The right spot for you 
oe oe — Sg oe ye consecutive years. | 
: is 64-page book is loaded with definite helpful ite i i i i i i 
| suggestions on how to set up and stick to a souinauiiae | Write in strict confidence to Joseph Dickman, Agency Vice President 
fe system. | 
: A top-quality book for every man who aspires to 
reach the top in life insurance selling. | p 
— copy price, $1 postpaid. Quantity prices on 
request. 
| Life Insurance Company 
THE INSU p NCE —— tt SE y Home Office: Bismarck, North Dakota 
: : - ; A E RESEI RCH & REVIEW ER *“'The Provident States” 
ce Hilbert Rust, C.L.U., President Minnesota, North Dakota, South Dakota, Montana, Wyoming, Idaho, 
7 * INDIAN A P ° tt s Washington, Oregon, California, New Mexico 
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Big-Case Men Start 
New National Assn. 
to Fit Own Interests 


Selective Group Seeks 
to Supplement but Not 
Oppose NALU Activities 


A select group of life agents, all 
big producers and including a num- 
ber of men who either apply or en- 
dorse the principle of the bank-loan 
plan for buying insurance, met last 
week at Chicago to organize a new 
national trade association devoted to 
special interests and _ called 
American Council of Life Underwrit- 
ers. 

Formation of the new group, in ef- 
fect, marks the beginning of a per- 
manent organization to continue the 


‘ work of a temporary committee of 


life agents which in recent months 
successfully fought passage in Con- 


‘ gress of a Treasury proposal to disal- 


- 


low the income tax deduction of in- 
terest on loans taken against the 
equity of life insurance, one version 
of which is commonly called the bank- 
loan plan. 

However, it was emphasized by or- 
ganizers of the new group that the 


_ tax deduction question is not the only 


purpose of the organization. It was 
explained that ACLU will concern it- 
self also with other phases of the life 


’ industry, especially in those tax and 


legislative areas where the members 


_ feel they are not now adequately rep- 


resented. 


Asked to explain the relationship of 
this new national group to National 
Assn. of Life Underwriters, J. Milton 
Edelstein, Connecticut Mutual Life, 


' Chicago, one of the organizers, said: 


“Most of our membérs are members of 
NALU. We have no intention of op- 


' posing NALU, but we feel as a sep- 


arate organization we can supplement 


, NALU activities for the benefit of 
' the entire insurance industry.” 


Dues in the new organization will 


, be high and membership in the group 


“will be limited to those agents who 
habitually write big cases to meet the 


_ complicated need.” Temporary chair- 
’ men from various parts of the country 


have been selected and charged with 


i the duty of enrolling this select mem- 
bership. These chairmen include: 


Mr. Edelstein and H. Franklin John- 


, Son, National Life of Vermont, both 
of Chicago; Tom McNeil, National of 


Vermont, and August C. Hansch, Mu- 
tual Benefit Life, both of Dallas; Mer- 
ril P. Arden, Connecticut Mutual 
Life, and James A. Deering, independ- 
ent, both of New York City. 

Wallace Plappenger, National Life 
of Vermont, Trenton; James Stoessel, 


. National Life of Vermont, and Robert 


Goldsmith, Connecticut Mutual, both 
of Los Angeles; Edward Kirtz, Con- 


‘ necticut Mutual Life, and Max Mat- 


son, Mutual Benefit Life, both of 
Cleveland; D. Allen Yambert, New 
York Life, San Francisco; Tower 
Snow, Connecticut Mutual Life, Bos- 
(CONTINUED ON PAGE 13) 


Mills Bill Would 
Partially Restore 


Premium-Pay Test 


WASHINGTON—The Mills _ bill, 
H.R. 8381, which reflects the thinking 
of the ways and means committee re- 
garding correction of unintended ben- 
efits and hardships in the revenue 
code, would restore the payment-of- 
premiums test under certain condi- 
tions. There is no mention of any curb 
on the allowing of the interest deduc- 
tion for the bank-loan type of sale. 

The premium-payment section of 
the bill provides that even though the 
insured possessed no incidents of own- 
ership at time of death, proceeds shall 
be includible in the gross estate “if 
at any time within a period of five 
years ending with the date of the de- 
cedent’s death: (1) The policy was pur- 
chased on the life of the decedent, or 
(2) The decedent possessed any of the 
incidents of ownership in the policy 
and during such 5-year period the de- 
cedent paid directly or indirectly any 
part of the premiums or other consid- 
eration on the policy. 

“The amount includible in this sub- 
paragraph shall be an amount which 
bears the same ratio to the amount 
receivable by the beneficiaries as the 
premiums or other consideration paid 
directly or indirectly by the decedent 
during the 5-year period ending with 
the insured’s death bears to the total 
premiums or consideration paid on the 
policy. 

“For purposes of the preceding sen- 
tence, if the decedent transferred the 
policy by assignment or otherwise, the 
amount paid directly or indirectly by 
the decedent shall be reduced by an 
amount which bears the same ratio 
to the amount paid directly or indi- 
rectly by the decedent as the consid- 
eration in money or money’s worth re- 
ceived by the decedent for the trans- 
fer bears to the value of the policy 
at the time of the transfer. 

“This subparagraph shall apply to 
amounts receivable under any policy 
on life of the decedent only if the pol- 
icy was purchased after June 26, 1957, 
or if the decedent possessed any of 
the incidents of ownership in the pol- 
icy after June 26, 1957.” 


American L. & A. 
Appeals FTC Order 


American Life & Accident of St. 
Louis has petitioned U. S. court of ap- 
peals there for a review of the Federal 
Trade Commission order’ entered 
against the company several weeks ago 
with respect to some of its advertising 
and sales material. 

American L. & A. contends there is 
no real basis for the “unfair and un- 
reasonable action” by the FTC. 








Form New Company in N. C. 

Commissioner Gold of North Cao- 
lina has issued a license to Southern 
Heritage Life of Hendersonville to sell 
life, annuities and A&sS. 

The company, to begin operations 
in a few months, has authorized cap- 
ital of $1.5 million, with more than 
$700,000 already paid in. Former Con- 
gressman Monroe Redden of Hender- 
sonville, one of the organizers, said 
the company will specialize in ordin- 
ary life. 


Guardian Drops Plan 
to Move Home Office 
to New Rochelle, N. Y. 


The executive committee of the 
board of Guardian Life has decided 
not to exercise or renew the com- 
pany’s l-year option on a 9-acre tract 
of land at North avenue and Hutch- 
inson River parkway in New Ro- 
chelle, N. Y. The option expires July 
7. 
In letters to New Rochelle city of- 
ficials, President John L. Cameron of 
Guardian said in part: 

“This action was prompted by the 
already lengthy delay occasioned by 
litigation over the ’0-1’ zoning or- 
dinance; the probability of further ap- 
peals following decisions yet to be 
announced by the appellate division 
of the supreme court; the adverse ef- 
fect of the continued delay and un- 
certainty on the clerical and super- 
visory staff of the company and their 
families; the continued, rapid growth 
and expansion of company business 
necessitating present firm decisions, 
and building opportunities in the met- 
tropolitan area which the company 
has been working on during the past 
few months and on which decision 
must be made in the very near fu- 
ture.” 


Mr. Cameron expressed apprecia- 
tion for the interest shown by New 
Rochelle officials, business and civic 
groups and residents. 

“We regret the reversal of our de- 
cision to locate in New Rochelle, but 
circumstances compel this action,’ he 
wrote. 

Although Mr. Cameron’s letter in- 
dicated that arrangements for another 
site for a new home office are under 
consideration, the company had noth- 
ing further to say along that line at 
this time. 

Guardian’s proposal to move its 
home office. to White Plains, N. Y., 
was blocked a couple of years ago 
by then Superintendent Bohlinger, 
who refused to approve the applica- 
tion. Guardian was unable to bypass 
the decision in an ensuing court ac- 
tion. But Superintendent Holz, Mr. 
Bohlinger’s successor, subsequently 
took a stand favorable to Guardian. 


The New Rochelle property is lo- 
cated in an “0-1” zone, created by 
city ordinance to allow business to 
operate in a park-like area. An at- 
tempted referendum on the ordinance 
resulted in litigation, and a suit has 
been instituted against the ordinance, 
itself. These actions were started by 
New Rochelle residents and property 
owners. 


No Heroes in Richmond? 

Richmond Assn. of A&S Under- 
writers has given up its quest for a 
suitable candidate for its annual 
“hero of the year” award. 

The committee searched the town, 
but just couldn’t find a candidate, 
according to H. Stanley Marmaduke 
of Atlantic Life, president of the as- 
sociation. “It just wasn’t a good hero 
year.” 

Without a qualified hero, the asso- 
ciation gave its award—a $25 check— 
to a newly established poison infor- 
mation center. 


Too Few lst-Time 
MDRT Qualifiers 
Repeat: Goldman 


Opens Annual Meeting with 
9 Suggestions for Insuring 
Continuous Qualification 


By ROBERT B. MITCHELL 


WHITE SULPHUR SPRINGS, W. 
VA.—Expressing concern over the fact 
= that 45% of the 

first-time qualifi- 

ers for the 1956 

Million Dollar 

Round Table failed 

to qualify for the 

1957 Round Table, 

MDRT Chairman 

Howard D. Gold- 

man in his report 

at the opening ses- 

sion here, urged 

first-time qualifi- 

ers especially not 

to slacken their 
pace but to work with the same dili- 
gence and resourcefulness that brought 
them their initial qualification. 

Mr. Goldman, who is Virginia gener- 
al agent for Northwestern Mutual, with 





Howard D. Goldman 





$6,000 GIFT TO MDRT 


President Edmund Fitzgerald of 
Northwestern Mutual in a brief talk 
at the Tuesday morning session pre- 
sented on behalf of his company a 
check for $6,000 to be used in further- 
ance of a round table public relations 
project. This was in line with the ac- 
tion of Penn Mutual Life at last year’s 
meeting, when President Malcolm 
Adam announced the gift of $5,000, 
later increased to $6,000, for use to- 
ward a public relations program. In 
prior years it had become customary 
for the chairman’s company each year 
to give a souvenir gift to each mem- 
ber. 





headquarters at Richmond, spoke at 
the traditional breakfast meeting Mon- 
day morning, which was also the occa- 
sion for his introducing to the mem- 
bers Quaife M. Ward, who was appoint- 
ed MDRT executive director earlier 
this year. 


“Too many people,” said Mr. Gold- 
man, “come to meetings or read the 
proceedings for a lot of big talks or 
amazing figures and then proceed to 
overlook the fundamental procedures 
that they used to first attain the ob- 
jective of Round Table membership. 

“To those who are anxious to con- 
tinue membership my advice would 
be: 

“1, Stay on your track. Certainly you 
want to improve your technique by 
constantly seeking new ideas, but these 
should be supplementary to and not a 
replacement for the procedures which 
you used to attain membership. 


“2. Regardless of where you now are 
(CONTINUED ON PAGE 14) 
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Hundreds of Nationwide Agents 
OK’d to Sell Mutual Fund Shares 


A sizable number of Nationwide’s 
4,000 agents are expected to be selling 
mutual investment shares by the end 
of the year throughout the company’s 
16-state operating territory, thereby 
setting in force an expanded program 
in the sale of equities that was in- 
augurated under the aegis of Natio:- 
wide on a limited basis in 1954 in New 
England. 

As of now, some 250 Nationwide 
agents are selling or have been au- 
thorized to sell Mutual Income Foun- 
dation shares, including that group of 
agents who have been selling equities 
in Connecticut and Rhode Island on 
an experimental basis since 1954. Some 
200 agents have been authorized to 
sell shares in New York. 

Murray D. Lincoln, president of Na- 
tionwide, said the equity shares will 
become a basic part of the agents’ 
multiple-line sales portfolio as a “sup- 
plement to insurance but not as a sub- 
stitute for insurance.” 


The Mutual Income Foundation 
shares are being distributed by Heri- 
tage Securities, Inc., an associate or- 
ganization of Nationwide that was’es- 
tablished early this year as the sole 
national distributor of MIF _ shares. 
Prior to the establishment of Heritage, 
MIF shares were marketed by Mutual 
Income Foundation, Inc., a 24-year-old 
open-end investment trust that became 
part of the Nationwide family in 1953. 

When MIF, Inc., became associated 
with Nationwide in 1953, it had 243,- 
000 shares outstanding. That figure 
has now grown to an excess of 308,000 
shares, much of the increase having 
been sold since 1954 by Nationwide 
agents in Connecticut and Rhode Is- 
land. MIF shares currently are selling 
for about $15 each. 

Heritage is now licensed or other- 
wise authorized in 10 states, with li- 
cense applications filed or pending in 
seven others. The states in which Her- 
itage is authorized to do business are 
Michigan, Ohio, New York, Connecti- 
cut, Rhode Island, South Carolina, 
Maryland, Delaware, New Jersey and 
District of Columbia. Applications have 
been filed and are pending in Vermont, 
Virginia, North Carolina, and Penn- 
sylvania. Applications will be filed in 
West Virginia, Indiana, and Kentucky. 
Nationwide agents are being licensed 
as they meet company standards and 
the requirements for the sale of secur- 
ities in the various states. 


Following the reorganization of MIF 
and the establishment. of Heritage, 
Galen Van Meter & Co., Inc., of New 
York City became investment manager 
and advisor for the fund. From 1947 
to 1953, Mr. Van Meter was vice-chair- 
man of Investors’ Diversified Services, 
Inc., and was chairman of its invest- 
ments committee. 

George J. Wolf, who directed Na- 
tionwide’s billion-dollar-in-force life 
insurance campaign last year, was ap- 
pointed sales manager of Heritage as 
of July 1. 

A 10-man board of trustees, of which 
Mr. Lincoln is chairman, has been es- 
tablished to replace the corporate 
trustee under which the fund former- 
ly operated. In addition, a panel of 
business and economic consultants will 
meet at least three times annually 


with the trustees and the investment 
managers to provide background in- 
formation for the trustees in the for- 
mulation of investment policies. 

According to Mr. Lincoln, the fund 
itself has been “face-lifted” to provide 
more flexible purchase and redemption 
plans. He said MIF now offers four 
direct or installment purchase plans of 
shares of beneficial interest—including 
a group plan for corporations or large 
organizations. Liberalized redemption 
plans offer payment in a lump sum at 
any time, or payment in variable or 
fixed amounts at the option of the 
shareholder. 

“Our research and in-the-field ex- 
periment indicate that equity shares 
in insurance policies are compatible 
ingredients of the present-day agent’s 
sales portfolio,’ Mr. Lincoln said. In 
support of this contention, Mr. Lincoln 
has prepared the following statement, 
including questions and answers: 

“Agents of Nationwide Insurance 
now are selling shares in an open-end 
investment trust known as Mutual In- 
come Foundation. The sales program 
is underway in some areas and will 
be expanded to the remainder of our 








C. E. Gaines Appointed 
SMU Institute Director 


DALLAS—Charles E. Gaines, agency 
vice-president of Tennessee Life of 
Houston, has been 
elected director of 
Southern Metho- 
dist university 
institute to succeed 
the late A. R. 
Jaqua. 

Mr. Gaines, 
widely known for 
his education 
work, was. assis- 
tant director of the 
institute. when it 
was founded by 
Mr. Jaqua in 1946. 
Later he became agency vice-president 
of Great National Life, Dallas, but re- 
turned to the institute a few years 
later as associate director. In 1954, he 
joined Tennessee Life, where he has 
been using the institute facilities for 
basic training in building up an agency 
force. 


Vig | ? 


Charles E. Gaines 


Central Standard Names 
Carson Executive V-P 


Norman T. Carson, 1957 chairman of 
Agency Management Conference of 
LIAMA and agen- 
cy vice-president 
of Security Mutual 
Life of Bingham- 
ton, has been elect- 
ed executive vice- 
president and di- 
rector of Central 
Standard Life. Mr. 
Carson, who has 
been with Security 
Life for almost 18 
years, also is a di- 
rector of that com- 
pany. Prior to go- 
ing with Security Norman T. Carson 
Mutual, Mr. Carson was with Philadel- 
phia Mutual Life and Penn Mutual 
Life. He will assume his new duties 
with Central Standard about Sept. 3. 











operating territory as rapidly as pos- 
sible. 

“Our decision to add equity shares 
to the portfolio of qualified agents does 
not mean that we are discounting the 
importance of adequate insurance pro- 
tection in any sense. On the contrary, 
we subscribe wholeheartedly to the 
principle that there is no other service 
which will do the job for which life 
insurance is designed—guaranteed 
protection. 

“But neither can we ignore the fact 
that, in the tluctuations of our econ- 
omy, the dollar is gradually losing its 
purchasing power. We can not be com- 
placent in the face of long-term in- 
flationary trends that decreases dollar 
value and thus work to the disadvan- 
tage of the policyholder who has put 
his savings in the fixed-dollar con- 
tracts of insurance policies. 

“Our current program, then, is an 
effort to answer the question that the 
public has every right to ask: ‘What 
will the dollar saved today purchase 
tomorrow—or 20 years from now?’ 

“We believe that a savings program 
which combines equity shares with in- 
surance contracts may be the answer. 
Equity shares reflect the economic cli- 
mate of the times. They tend to in- 
crease in value in good times; decline 
in bad times. On the other hand, the 
stated amounts of insurance contracts 
take just the opposite course. 

“In terms of purchasing power, the 
variable payments from equity invest- 
ments and the fixed payments from 
insurance would serve to stabilize each 
other. Equities would become a sup- 
plement to insurance, but not a sub- 
stitute for it. 

“Combined in this manner, equity 
shares and insurance policies become 
compatible ingredients of the present- 
day agent’s sales portfolio. As a rep- 
resentative of both equity and insur- 
ance companies, the agent is in an ex- 
cellent position to recommend, with- 
out partiality, the proper balance of 
equities and insurance to suit the par- 
ticular circumstances of the buyer. 
The likelihood of the individual be- 
coming overinsured and under-invest- 

(CONTINUED ON PAGE 20) 








Pa. Endorses Metheny 
for Trustee of NALU 


C. Brainerd Metheny, general agent 
for Fidelity Mutual Life at Pittsburgh, 
has been endorsed 
as candidate for 
trustee of National 
Assn. of Life Un- 
derwriters. Mr. 
Metheny was 
sponsored jointly 
by the Pittsburgh 
and Pennsylvania 
Associations of 
Life Underwriters. 
He has a long rec- 
ord of leadership 
and _ work-horse 

C. B. Metheny activities in these 
two associations. He is also a past pres- 
ident of Pittsburgh General Agents & 
Managers Assn. 

Mr. Metheny entered the life busi- 
ness in 1919. He has been a consistent- 
ly large personal producer and has 
built a profitable agency at Pittsburgh 
which includes two members of the 
Million Dollar Round Table. He has 
gained recognition as speaker on life 
insurance topics. Mr. Metheny also is 
noted as an amateur magician. 


Tait Opposed to F.T.C. 


Jurisdiction, But Says . 
Recent Acts ‘Healthy’ . 


The address by the Hon. Edward P. 


Tait, newest member of the Federal 


Trade Commission, before the Insur- 
auce Auvertising Conference at Spring 
Lake, N. J., last week was of consider- 
able interest, as this was Mr. Tait’s first 
formal address since assuming his place 
on the commission on November 2, 
1956. Because of the Federal Trade 
Commission’s deep interest in insur- 
ance and insurance advertising, Com- 
missioner Tait’s address is equally in- 
teresting to insurance advertising men 
and top insurance management. 
eo @ e 

Commissio..-: Tait made it perfectly 
clear that he is decidedly a friend of 
the insurance business. The strong lan- 
guage of his dissenting opinion in the 
North American Accident case (in 
which the Federal Trade Commission 
ruled by a three-to-two vote that it 


has jurisdiction over insurance adver-, 


tising in inter-state commerce) sup- 
ports this belief. Commissioner Tait 
read the exact words of his dissent: 
“Unless sanctioned by Congress, joint 
or concurrent regulation is repugnant 


to our federal-state governmental phi-. 


losophy because of the tremendous 
burden imposed upon those subject to 


dual regulation. On this theory state: 


statutes have been struck down. Con- 
versely, when Congress in effect says 


to the states, ‘It is in the public interest: 


that you should regulate this industry,’ 
it is unsound to presume that Congress 


intended joint or concurrent federal: 


and states regulation. In the McCarran- 
Ferguson act it is clear that the states 


can regulate insurance advertising. It is’ 


not clear that both the federal govern- 
ment and the states can jointly regulate. 


Because of the unnecessary burden im-' 


posed on those regulated, a clearer ex- 
pression of Congressional intent should 


be required to hold that there is joint: 


federal-state regulation, which seems 
to be the commission’s majority view. 
Here we have no indication of such an: 
intent. In fact, the Act itself refutes 
any such contention.” 

e e @ 

Commissioner Tait let it be known, 
however, that he regards the jurisdic- 
tional problem as less important by far 
than the main problem—that insurance 
be advertised truthfully. Regardless of. 
whether F.T.C. jurisdiction lies in the 
policing of insurance advertising, the 
greater awareness of the requirements 
for honest advertising in this field 
brought about by the actions of the 
Federal Trade Commission is a healthy 
thing, he said. Ultimately, he believes, 
it will generate greater public con- 
fidence in the value of insurance and in. 
the integrity of the insurer. 

Insurance, and particularly accident 
and sickness insurance, have unique. 
characteristics which set it apart from 
all of the other “must” items in the 
family budget, Mr. Tait pointed out. 
With all of the other standard items of 
the family budget, the purchaser eith- 
er sees, feels, hears, touches, tastes or: 
smells the product before he buys it. 
Not so with insurance. In each instance 
following the purchase, the consumer 
soon knows, by using it, whether the 
product has the quality or is capable 
of the performance he had been led to 
expect. Not so with insurance. This vi- 
tal protection is the one item in the 
family budget that is purchased sole- 
ly on faith—faith in the institution of 

(CONTINUED ON PAGE 20) i 
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New Low Death Rate 
in 1956 for U. S. 
Policyholders: ILI 


Among 85 million ordinary life poli- 
cyholders in the United States, the 1956 
death rate, a record low, was 581.7 
per 100,000, compared with 598.8 in 
1955, according to Institute of Life In- 
surance. 

Louis I. Dublin, the institute’s statis- 
tician and consultant on health and 
welfare, noted that most of the causes 
of death had rates lower than the pre- 
vious year, with tuberculosis, at a 1956 
rate of 2.8 per 100,000, in a marked de- 
cline of 13%. Heart and circulatory dis- 
eases, the leading cause of death, 
showed a rate of 332.3, down 3%. The 
number two cause, cancer, was also 
down 3%, with a rate of 108.2. Deaths 
from accidents were third, with a rate 
of 36.0. Both motor vehicle fatalities 
and other accidental deaths showed a 
lowered death rate in 1956. While the 
number of motor vehicle fatalities was 
at a new high, the rate per 100,000 
policyholders was down 4%. The three 
causes, combined, accounted for 82% of 
deaths among policyholders. 

The only major cause of death to 
show an increase in 1956 was the pneu- 
monia-influenza group, up 8% toa rate 
of 12.9. This was the highest rate in 
seven years, but it was still 38% under 
the 1946 rate. 

Death rates were unchanged from 
1955 for diabetes, the pregnancy-child- 
birth group and homicide. 





Los Angeles Supervisors 
Elect Slate: Hear Panel 
Talk on Family Plan 


“ Three representatives of companies 
who are writing the family plan led 
a panel discussion at the annual elec- 
tion meeting of Los Angeles Life 
Agency Supervisors Assn. and pre- 
dicted that the family plan will grow 
because of its flexibility and wide cov- 
erage. However, they cautioned that 
agents should endeavor to market the 
plan only with men who need more 
insurance than they now have. 

The panelists were Scott E. Russell, 
Prudential; F. Donald Fowle and Wil- 
liam Firetag, both of New York Life. 
Vernon J. Johntry, Guardian Life, was 
elected president of the association for 
1957-1958. Other officers elected were 
Frank B. Cross, Sun Life of Canada, 
vice-president, and William W. Davies, 
Massachusetts Mutual Life, secretary- 
treasurer. The association also adopted 
new by-laws to supersede the code 
that has been in force for several 
years. The election meeting of the as- 
sociation was the last meeting of as- 
sociation until fall. 





TIAA to Move Home Office 


Teachers Insurance & Annuity will 
move its home offices from 522 Fifth 
avenue, New York City, to a new 
building under construction at 730 
Third avenue. 

TIAA, owner of the new site, has 
leased it to Central Third Corp., which 
will own the building, planned for 
completion in late 1958. TIAA will 
occupy eight of the 27 floors. 

TIAA’s assets have reached the $500 
million mark, according to President 
R. McAllister Lloyd. 


Indianapolis Fetes CLU Presidents 


Nine past-presidents of Indianapolis 
CLU chapter were presented with 
service certificates on behalf of the 
American Society of CLU, by Edward 
A. Krueger, State Life of Indiana, a 
former national treasurer of CLU. 


Those receiving the honors were J. 
Russell Townsend Jr., Equitable Life 
of Iowa; J. W. York, Equitable Society; 
Hastings A. Smith, New England Life; 
Ray O. Woods, John Hancock; W. How- 
ard Bull, Aetna Life; John W. Burk- 
hart, College Life; Ivan V. Snyder, 
Indianapolis Life; James R. Comstock, 
American United Life, and James E. 
Bettis, Berkshire Life. 


St. Paul-Western Life 
Stock Proposal Is 
Registered with SEC 


WASHINGTON—St. Paul F.&M. has 
filed a statement requesting the Secur- 
ities & Exchange Commission register 
417,000 shares of its $6.25 par value 
stock, which it proposes to offer in 
exchange for outstanding shares of 
Western Life at the rate of 1.39 of St. 
Paul for one of Western Life. 

This offering depends upon the hold- 
ers of 240,000 shares or 80% of out- 
standing Western Life stock granting 
St. Paul an irrevocable option to ac- 
quire this stock pursuant to the ex- 
change offer and the approval to exer- 
cise the option by St. Paul stockholders. 








April Policy Benefits 
Total $560.8 Million 


Life insurance payments in the 
U. S. totaled $560.8 million in April, 
up $81.3 million, according to Insti- 
tute of Life Insurance. Payments in 
the first four months totaled $2,227,- 
500,000, up $266.9 million. 

Death benefits in April totaled 
$228.1, up $22.6, and in the first four 
months $896.2, up $85.4. The balance 
consisted of matured endowments, 
disability and annuity payments, sur- 
render values and policy dividends. 


Texas Agents Hear 
Top Speakers, Elect 
Jones at Annual 


EL PASO—In a series of meetings 
crammed with action and sparked by 
six speakers of national reputation, 
Texas Assn. of Life Underwriters 
pushed forward its plans for expansion 
and closer integration at its annual 
convention at Hotel Cortez, El Paso, 
with some 425 in attendance. 

Hunter M. Jones, General American 
Life, Wichita Falls, was named pres- 
ident to succeed R. L. McMillon: of 
Business Men’s Assurance, Abilene, 
whose candidacy for trustee of the na- 
tional association was officially en- 
dorsed. Mr. Jones was literally drafted 
for the post which normally would 
have gone to Vice-president William T. 
Spencer, manager at Wichita Falls for 
American National, but Mr. Spencer is 
still confined in a hospital as the result 
of an automobile-train crash and re- 
quested that he not be considered for 
advancement. The association reelect- 
ed him vice-president for another year. 

A second departure from custom was 
necessitated when J. E. Holt, Aetna 
Life, Houston,  secretary-treasurer, 
asked that he be relieved of further 
service as an officer for personal rea- 
sons, and M. S. Bennett, Lincoln Na- 
tional Life, Fort Worth, was named to 
the post. 

The other major change was the elec- 
tion as national committeeman of Ben 
P. Atkinson, American General Life, 
Austin, to take over from L. Mortimer 
Buckley, New England Mutual Life, 
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Dallas, who had filled the office for 
seven years after serving as president. 

Other major actions included formal 
adoption of the code of ethics of NALU 
and a decision to oppose opening up its 
membership to representatives of fra- 
ternal benefit companies on any basis. 

The addresses of the guest speak- 
ers ranged from sales hints to high 
realms of inspiration, with standing 
ovations being the rule. Top honors in 
this field went to the two sales congress 
speakers, Crant Taggart of California- 
Western States Life, former NALU 
president and MDRT chairman, and 
Rev. Robert E. Richards of California, 
Olympic champion and the “pole- 
vaulting parson.” Also President A. 
Jack Nussbaum of NALU devoted most 
of his “greetings” message, delivered at 
a luncheon, to salesmanship. 

The other three talks were made 
before affiliated groups in the associa- 
tion. The speakers were Edwin G. Da- 
vies, estate consultant of Los Angeles, 
who addressed an open luncheon of 
Texas Leaders Round Table; Philip M. 
Howerton, general agent in Charlotte, 
N. C., for Connecticut Mutual, who ad- 
dressed the annual meeting of Texas 
General Agents & Managers Confer- 
ence, and Dr. Davis W. Gregg, president 
of American college, who spoke at an 
open CLU breakfast. 

Association leaders, meanwhile, em- 
phasized in their messages the increas- 
ing prestige of the organization, point- 
ing especially to success in legislation 
not only in the passage of desired laws, 
such as the policy approval bill, but 
also in the defeat of certain undesired 
measures. 

Maintenance of this growing prestige 
prompted President McMillon, in his 
official message, to ask local associa- 
tions, especially in considering adoption 
of resolutions that are critical of some 
development, to clear their positions on 
a state level to the end of having full 
association support. 

Newly-elected president of Texas 
GAMC is T. N. Moody, general ag- 
ent for Connecticut Mutual in Ft. 
Worth, and the new chairman of Texas 
Leaders Round Table is Roy J. Brooks, 
Southland Life, Ft. Worth. 


Camps Agency Open House 
NEW YORK—The M. _ Lowell 
Camps general agency of John Han- 
cock was host at an open house in its 
new quarters to its own agents, Han- 
cock district managers in the area, 
and group department people, and a 
delegation of home office officials 
headed by President Byron K. Elliott. 
The new office, 800 Second avenue 
at 42nd street, covers 4,700 square 
feet as against 3,000 in the previous 
location at 110 east 42nd street. 





Mutual of N. Y. Employes Assn. 
Named in Will of Policyholder 

Walter T. Anderson of Brockton, 
Mass., a policyholder of Mutual of 
New York for 35 years, has designated 
Mutual’s Employes Assn. a beneficiary 
in his will. The company, itself, orig- 
inally was named a beneficiary but 
officials persuaded Mr. Anderson to 
designate the employes’ organization 
instead. This was the first time such a 
thing happened at Mutual. 


Mutual of N. Y. Baking Contest 

Mutual of New York Employees 
Assn., organization of home office per- 
sonnel, held a baking contest for all 
male and female home office employes 
and their spouses. 

Eighty entries, all baked at the 
contestants’ homes, were presented to 
a panel of 15 judges headed by Miss 
Beverly Steffen of General Mills. 
Fourteen prizes were awarded for en- 
tries in seven categories. Russell V. 
Vernet, director of advertising, won 
first place in the pie baking category 
for his apple pie. 
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Federal, will become effective upon ac- 
Federal Offers Four ceptance by holders of 90% 
Shar es of Stock for Colonial shares or, at the option of 


Each Colonial Share 


Federal shareholders authorized is- 
suance of additional stock at a recent 
special meeting. The company is offer- 
ing to exchange 400,000 shares of its 
$4 par value capital stock for 100,000 
shares of Colonial Life’s $10 par value 
capital stock on the basis of four 
shares of Federal for each share of 
Colonial. 

The exchange offer, which is to con- 
tinue for 30 days unless extended by 


June 30, 1945 


Federal, acceptance by not less than 
80% of the Colonial shares. If the ex- 
change is carried out, Federal will 
have a minimum of 3,020,000 shares 
and a maximum of 3.1 million shares 
of capital stock outstanding. 

First Boston Corp. and Spencer Trask 
& Co. are dealer managers of a group 
of soliciting dealers, including them- 
selves, who are soliciting tenders of 
Colonial capital stock. 

If the exchange becomes effective, 


$57,540,000.00 


Total Life Insurance in Force 


$1,351,000,000.00 


“Moon ..spoon.. 
what else rhymes with 
June, Charlie?” 


June 30, 1955 


Total Life Insurance in Force 


Colonial will continue to operate as a 
separate company under the direction 
of its own directors and its present offi- 
cers and staff. The acquisition is ex- 
pected to permit continued expansion 
of Colonial’s agency organization, plus 
further development of its business 
through Federal’s branch offices and its 
connections with agents and brokers 
throughout the U. S. 





John Hancock, which has a ground 
observer corps post at its home office, 
has been cited by the air force for 
the part its personnel have played in 
the air defense of Boston. 


- $797,868,440.00 © 


June 30, 1956 


= 1,031,217,474.00 


Total Life Insurance in Force 
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Home Office: Dallas, Texas 
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Mass. Mutual Plans to 
Redesign all Policies, 
Schaaftf Tells Parley 


Massachusetts Mutual plans next 
year to revise completely the format 
and phraseology of all policies to in- 
crease their attractiveness and make 
them more easily understood, Vice- 
president Charles H. Schaaff told 400 
members of the field force at the 3- 
day midwestern regional conference at 
French Lick, Ind. 

Mr. Schaaff, representing President 
Leland J. Kalmbach, noted that since 
Jan. 1 the company has introduced the 
refund of premiums paid beyond date 
of death; reductions in single premium 
annuity rates; the pre-authorized check 
plan, and the family plan rider. 

The field champion award was pre- 
sented to James E. Craft, Chicago, at 
the banquet on the opening night. John 
Steger, St. Paul, was cited for pro- 
ducing at least $30,000 a month in new 
ordinary business for 100 consecutive 
months. 

Group leaders plaques were award- 
ed to George E. Martin, Cinncinnati; 
Edward G. Miller, Chicago; Karl W. 
Plocher, Cleveland; Chester D. Mac- 
Arthur, Minneapolis; William Q. Mur- 
phy, Madison; Stuart A. Goldfarb, Bat- 
tle Creek, and Burt H. Wulfkoetter, 
Cincinnati, leading group producer in 
1956. 

Awards for 35 years of service were 
presented to Kenney E. Williamson, Pe- 
oria; Eugene C. Noyes, Akron; Frank A. 
Flory, Battle Creek; Donald K. Kissin- 
ger, Peoria, and Richard LeBuhn, Dav- 
enport. Thirty-year awards went to 
Maurice E. Heald, Flint; Frank D. 
Murphy, Peoria; William W. Sullivan, 
Cincinnati, F. W. Howland, Detroit, and 
John Steger, St. Paul. Twenty-five- 
year awards went to Merritt C. Far- 
rell, Tracy W. Evans and Richard W. 
Rossman, Cincinnati; M. F. Begole, 
James E. Ready and E. Leigh Jones, 
Detroit; Harold E. Kinsey and Wayne 
M. Trostle, Cleveland; Alice L. Mead- 
ows, Flint; John W. Clemens, Lincoln; 
William J. Moore, Akron; Albert L. 
Hammer, Grand Rapids, and Morris 
Landwirth, Peoria. 

Speakers included LeRoy H. Jerstad 
Jr., Milwaukee; A. Jack Nussbaum, 
Milwaukee, president of National Assn. 
of Life Underwriters; Kenneth W. Per- 
ry, 2nd vice-president, and Mr. Gold- 
farb. Seminars were conducted on busi- 
ness insurance, group, the professional 
market, programming, package selling 
and selling to students. 


Fort Wayne CLUs Elect 


Fort Wayne chapter of CLU has 
elected Jack E. Rawless, Lincoln Na- 
tional Life, president. Other officers 
are: Eugene Druart, Indianapolis Life, 
lst vice-president; Wendell Dygert, 
Northwestern Mutual Life, 2nd vice- 
president, and Robert Klingenberger, 
secretary-treasurer. 


Birch Wins Mutual Benefit Award 


Merritt Birch, assistant general 
agent at Baltimore, has won Mutual 
Benefit Life’s 1956 builder award, 
given annually to a supervisory field 
man who has shown over-all excel- 
lence in recruiting, unit production, 
sales management and cooperative ef- 
fort. He has been with the company 
since 1950. 








Joins Reise & Associates 


Jack Wood, formerly associate ac- 
tuary for Iowa Life of Des Moines, 
has joined Harold A. Reise & Asso- 
ciates, consulting actuaries at Chica- 
go. Mr. Wood is a graduate of Drake 
university and an associate of Society 
of Actuaries. 
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NALU Adds 4,000 
Feet to Building, 
Changes Architects 


WASHINGTON—National Assn. of 
Life Underwriters has decided to in- 
crease the length of its projected head- 
quarters and add a penthouse so as to 
prov.de additional usable space of 
about 4,000 square feet. The board- 
room will be in the penthouse. 

Because Pereira & Luckman, the ar- 
chitectural firm that drew the original 
plans, does not have a Washington of- 
fice and since it will be necessary to 
re-draw the plans to provide the addi- 
tional space needed, NALU has 
switched architects and has engaged 
A. R. Clas, well-known Washington 
architect, to do the planning and su- 
pervise construction. 

In answer to queries from THE Na- 
TIONAL UNDERWRITER, John D. Marsh, 
Lincoln National general agent here 
and a member of the NALU building 
committee, said he expects work will 
start on the foundation within a few 
weeks. 

Lawyers representing NALU and 
General Services Administration are 
reported working on papers providing 
for exchange of the original NALWU site 
for government property, taken over 
under condemnation proceedings. 

Conger’s laundry, former owner of 
most of the latter property, has vacated 
and transferred title to the government. 
From the NALU standpoint, it appears 
construction can begin when title 
search and “swapping” papers are com- 
pleted. 

The condemnation award of $4.5 
million in owners’ favor stands as a 
judgment against the government. 
NALU is not worrying about how the 
difference between that figure and the 
$2.25 million Congress authorized to 
take the property is met, whether 
through deficiency appropriation or 
“disobligation” of government funds al- 
ready available. That is a matter be- 
tween government and the former 
owners. 





Casualty Company Affiliate 
Named General Agent for 
Cal.-Western States Life 


Industrial Indemnity, through its 
subsidiary, Industrial Underwriters of 
San Francisco, has entered the life 
and A&S business as general agent 
for California-Western States Life, ef- 
fective immediately. 

President Robert E. Murphy of Cal- 
ifornia-Western States Life said the 
arrangement has been under discus- 
sion for several months and follows 
an agreement the companies made 
about 10 years ago for the joint writ- 
ing of unemployment disability in- 
surance and other group coverages. 
The life facilities will be offered to 
the more than 2,000 agents and brok- 
ers doing business with industrial in 





New Handbook of Md., 
Del., D. C. Is Published 


A new, up-to-date Underwriters’ 
handbook of Maryland, Delaware 
and the District of Columbia has 
just been published by The National 
Underwriter Co. It provides com- 
plete information on the agencies, 
companies, field men, _ general 
agents, groups and other organ- 
izations affiliated with insurance 
throughout these two states and the 
District. Copies may be obtained 
from The National Underwriter 
Co. at 420 East Fourth street, Cin- 
cinnati 2, QO. Price $12.50 each. 











fire and casualty lines. 

Mr. Murphv said the arraycement 
is expected to provide an additional 
SOULLe UO. Va -asan- Po Mitweeee we ave wu. 
ifornia-Western States Life without 
effecting its own sales organization. 


Fla. GAs Elect McKemie 


William R. McKemie, Acacia Mu- 
tual Life, Tampa, has been elected 
president of Florida General Agents 
& Managers Assn. Philip A. Hoche, 
Kansas City Life, Orlando, was named 
vice-president, and B. M. Stewart, Ft. 
Lauderdale, was elected  secretary- 
treasurer. 


St. Louis Leads Cities 
in Increase in Sale of 
Ordinary Life in May 


St. Louis led large U. S. cities in 
percentage increase in ordinary life 
sales in May with a 56% gain, while 


Philadelphia led in the first five 
months with 43%, according to 
LIAMA. 


Other large cities and their per- 
centage increases for May and the 
first five months, respectively, are 
Boston, 15 and 15; Chicago, 39 and 
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25; Cleveland, 38 and 25; Detroit, 12 
and 24; Los Angeles, 20 and 20; New 
York, 40 and 21; Philadelphia, 52 for 
May; and St. Louis, 37 for the first 
five months. 


Wis. Club Holds Golf Outing 
Fox River Valley Insurance Club, 
composed of seven southeastern Wis- 
consin life companies and fraternals, 
held its annual golf jamboree at 
Ridgeway country club near Neenah, 
with Equitable Reserve Assn. as host, 
and Leon Tolversen as chairman. For- 
ty-five played golf during the after- 
noon and 75 attended the dinner. d 
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Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS eoo 


MORE COMPETITIVE .. .L.I.C.A. offers a complete portfolio—policies 


filled with unusual selling features . . . loaded with advantages you can 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING .. . We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU ..... This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE +> A and S « GROUP + HOSPITALIZATION 
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MDRT Qualifier Says Hard Way Is Best Way, 


Suggests Volume Through Family Programing 


Joe Thompson Jr., agent at Nash- 
ville for Northwestern Mutual Life, 
spoke at the basic selling techniques 
panel of the Million Dollar Round 
Table meeting at White Sulphur 
Springs, W. Va. He described his per- 
sonal program and techniques which 
accounted for his volume that qual- 
ified him for MDRT membership, and 
the following is an abridged version 
of Mr. Thompson’s talk. 

It has been my impression at Round 
Table meetings thus far, that if you 
didn’t have a $100,000 case to talk 
about, you were expected to remain 
respectfully silent and be an audience 


to all the fellows who sold only $100,- 
000 policies! 

Therefore, it must be logical to be- 
lieve that I am a member . be- 
cause there are still a bunch of us 
who qualify by doing the job the 
“hard way”... by a volume of small 
sales through family programing. 
Speaking for the hustling younger 
members of this organization, I has- 
ten to explain that there is nothing 
wrong with the quality of the busi- 
ness we do, we just HAVE to have a 
volume of sales to keep up with the 
“Big Dogs” in this outfit! 

Certainly much has been said and 


written about the rising young gen- 
eration, with more babies, more hous- 
es, more automobiles, more gross na- 
tional product; and our economists are 
rapidly counting the new offspring 
and predicting still better times to 
come. But I would add a self-evident 
corollary to this promising picture. It 
is simply this: Twenty years from 
now every city in our beloved country 
will be run by a new set of business 
and professional men. The ones run- 
ning it now will either be dead or 
disinterested. 

This is the first theory of “The 
Round Table by Volume.” Instead of 
prospecting where there is a lot of 
money and not much insurability, 
have built a clientele who are very in- 
surable who are insurance-conscious, 
and now beginning to come into their 
rightful place in the community. From 
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OUR ELECTRONIC 
BRAIN IS HERE 


Our IBM Type 705 Electronic Data Processing Machine has 
arrived,—all 60 tons of it,—and has been installed. 

Soon it will be in full operation, doing vast volumes of routine 
tasks at fantastic speeds and stepping up our service both to our 
Field force and our policyholders. 

And it’s a good thing, too . . . because we are well on the way 
to Five Billion Dollars of Life Insurance in Force, and the machine 


would have to be fast to keep up. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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ales Ideas That Work 


a life underwriter’s viewpoint, we all 
have a wonderful future. 

Since 1945, I have provided a thor- 
ough and conscientious audit service 
for a selected group of young men. 
There are now over 250 of these sur- 
veys in my files, and in most situa- 
tions we have worked out the options, 
I have encouraged the drawing and 
revision of wills, and generally pro- 
moted a realistic appraisal of the true 
value of these men to their depend- 
ents. Systematic mailings of calen- 
dars, blotters, birthday cards, tax let- 
ters and other insurance information 
has provided an excellent means of 
keeping in touch with this group. 
Building my clientele through the 
service approach with a complete 
audit for practically every policyhold- 
er has taken time, work and money 
—lots of it—but I am convinced it 
has been a wise investment. 

In addition to these efforts, it has 
been my personal philosophy that be- 
ing a good citizen is consistent with 
our chosen career. My activities range 
from local fund-raising for communi- 
ty needs, to a class of 30 wild-eyed 
10-year-olds in the Presbyterian Sun- 
day school—and this is stimulating, 
to say the least. These activities cause 
me to be constantly working with the 
same general group of young civic 
leaders in matters that affect us all 
and, while I would participate any- 
way, the prestige and good will is 
worth a great deal. Let me emphasize 
that my clients are aware that I will 
not discuss matters except in my of- 
fice or in their homes by appointment, 
and none of these community serv- 
ices is used as an excuse for such a 
direct purpose. Nevertheless, the long 
range value is there. 

All these young people want the 
fine new home now that took their 
parents 15 years to afford; they all 
want their children to have the best 
of education (and they expect to pro- 
vide it); they all have the most mod- 
ern of household appliances, a power 
lawn-mower, and two television sets. 
And—insurance! 

Conformity. Neighbors rarely com- 
pare insurance the way they do their 
new automobiles or outboard motors. 
But they have much curiosity on the 
subject, and are anxious to do as well 

(CONTINUED ON PAGE 18) 


Long Island CLUs Form 
Chapter, Elect Tunick 


American Society has granted a 
charter to the newly organized Long 
Island, N. Y., CLU chapter. Robert 
A. Tunick, Mutual of New York, Hicks- 
ville, has been elected president. 

Other officers are Joseph J. Edel- 
stein, Massachusetts Mutual, Garden 
City, vice-president; Herhert Lapidus, 
United States Life, Hicksville, treas- 
urer, and Edwin J. Debus, Equitable 
Society, Jamaica, secretary. 

Nicholas Weis, New York Life, and 
Victor R. Goldberg, Mutual Benefit 
Life, both of Hempstead, are trustees 
for three years; Leonard Y. Kunken, 
Mutual of New York, Freeport, and 
Milton Mandel, New England Life, 
Mineola, are trustees for two years; 
Allan E. Kaplan, Massachusetts Mu- 
tual, and Joseph Hickman, Equitable 
Society, both of Jamaica, are trustees 
for one year terms. 
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Franklin Life Concludes Series of Four 
Agency Conventions at U. S. Resorts 


Franklin Life concluded this week urer Lewis E. Striebeck; Lillian Gil- 


its series of four regional agency con- 





C. E. Becker 


ventions held at Edgewater Park, 
Miss.; Bretton Woods, N. H.; Jackson 
Hole, Wyo. and Coronado Beach, Cal. 
At each there was a group of about 
375 including the home office delega- 
tion. Franklin holds such gatherings 
every three years. They are rewards 
for production records. Only one gen- 
eral business session is held during a 
three-day period. The rest of the time 
is devoted to sightseeing, sports ac- 
tivities and the development of a com- 
pany family spirit. 

Franklin is having a record-break- 
ing year. It is moving steadily toward 
its goal of writing $700 million this 
year as compared with $630 million 
in 1956. It will have $2,700,000,000 in 
force by Dec. 31, will pass the $3 bil- 
lion mark quite early next year, and 
is making plans to write $1 billion of 
new business in 1959. 

@ @ _@ 

The pattern of the meeting held at 
Jackson Hole in Grand Teton National 
Park in Wyoming was similar to the 
other three. It began with a luncheon 
at which Vice-president Charles Bec- 
ker Jr. presided. The speaker, Howard 
J. Burridge, president of The National 
Underwriter Co., discussed his reasons 
for believing that life insurance pro- 
duction will continue at the present 
high level in the forseeable future. 

Vice-president Allen V. Dowling was 
chairman of the business session. He 
exhibited a remarkable memory when 
he called by name everyone of the 
375 in the meeting room including 
wives and children. Franklin writes 
most of its business in the form of 
three special policies of the investment 
type. It puts great emphasis upon 
them. Many of its biggest producers 
concentrate upon them to the exclu- 
sion of almost all other forms. The 
three scheduled speakers explained 
their success with these special pol- 
icies. 


J. V. Whaley 


e e e 

Walter E. Ryan, Chicago general 
agent spoke on “What the PPIP 
Means to Me.” Edward I. Gilbert Jr., 
manager at Tuscon, Ariz., told of 
“Completing the Job with Home Pro- 
tector” and Sam E. Raines, general 
agent at Wichita, Kan. had as his 
topic “GLA Completes My Sales Port- 
folio.” Sidney Ory, general agent at 
Lafayette, La., closed the session with 
a rousing inspirational talk. 

Those from the home office who 
attended the four regional gatherings 
were Board Chairman Louis F. Gil- 
lespie; President Charles E. Becker; 
Administrative Vice-president R. A. 
Frederick; Vice-president and Director 
of Sales Promotion F. J. O’Brien; Vice- 
president and Agency Director J. V. 
Whaley; Vice-president Charles Bec- 
ker Jr.; Vice-presidents James A. 
Hands, W. F. H. O’Neill, Allen V. 
Dowling, and George A. Vogler; Treas- 


ster, assistant director of sales promo- 
tion, and James Abels, agency statisti- 
cian. 





Old Republic Declares Dividend 

Old Republic Life has declared a 
quarterly dividend of 20 cents per 
share, payable August 1, to stockhold- 
ers of record July 17. 


Harrison Moves Against 


8 Texas Burial Assns. 


AUSTIN—William A. Harrison, 
new Texas commissioner of insurance, 
has moved against eight burial asso- 
ciations in a crackdown under the re- 
newal license procedure. 

In orders issued June 28, he turned 
over two of them to J. D. Wheeler, 
head of the liquidation division, to 
rehabilitate or liquidate; he referred 
one to the attorney general for action, 
and he ordered show-cause hearings 
for five others. 

These were the first moves by Mr. 


Harrison against companies which the 
outgoing board of commissioners had 
refused to relicense before the new 
board was reorganized. In all nearly 
70 insurers, most of them burial as- 
sociations or mutual assessment firms, 
had failed to qualify before the May 
31 deadline. Mr. Harrison announced 
that licenses had been issued to 13 
legal reserve carriers and that mos.u 
of the others would be approved. 





Aetna Raises Discount to 3% 

Aetna Life has increased to 3% the 
rate of interest for discounting pre- 
miums paid in advance on life in- 
surance policies. 





Her monthly expenses would be . . . house, food, clothing $450 
Income from life insurance and Social Security would be.. 250 





Where will the extra $200 come from? 
As a family man, you may recognize this 
© stark problem as your own. Now—with 
the youngsters dependent on you—your 
™ responsibilities are at their peak. Yet the 
me income you have available to pay for life 
insurance is limited. 

For these difficult years, John Hancock 


If Jane 
had to support 
our family 


serve you. 


offers low-cost protection. For example, 
suppose you are age 30, your youngest 
child is 7. If you're not here, your family 
will receive $10,000—then $200 a month 
until the children are capable of self- 
support. The cost for this family income 
plan would run about $5 a week. Your 
John Hancock representative can show 
how this plan would work for you. Mail 
coupon for more facts about how he can 








John Hancock, Dept. 

200 Berkeley St., Boston 17, Mass. 

Please mail me, without obligation, your new book- 
let, “What You Should Know Before You Buy Life 
Insurance.” To protect my family, I can set aside 
—$2 a week; $5 a week; __$10 a week; 
——whatever is necessary. 





Nome Age ——____ 


Address. 














MUTUALJLIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 





A John Hancock advertisement in LIFE, LOOK, READER’S DIGEST, U.S. NEWS 
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$25,000 minimum 


Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 
Inquiries about these or other openings for 
those with special sd a and experience will receive 


prompt 


BROKERAGE? 


BROKERAGE CONTRACTS 
SURPLUS LINE CONTRACTS 
BROKERAGE AGENCY 

CONTRACTS 


Our contract is the best in its line 
Our insurance plans are super 
competitive 
We can prove the points! 


(See information instructions at the 
bottom of this advertisement! 


OTHER EXAMPLES OF 
ANICO SALES LEADERS 


THE EXECUTIVE SPECIAL 


Extra low premium —high values 


ANICO CO-OP PENSION PLAN 
Designed and priced for the 
small employee group 
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YES SIR! 




































JUMPING JUVENILE W. L. 
5 for 1 at 21. Insured can get all 
premiums at 65 plus a profit if 
desired. 








Complete Sub-Standard consideration. 
Franchise. Bank Draft. Non-W Zical. 








. For information address: 





COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





OVER 3 BILLIONS 
762 MILLIONS IN FORCE 





ASSOCIATIONS 


Quincy (Ill.) Life Agents 


Install New Officers 


Members of Quincy (Ill.) Life Un- 
derwriters Assn. treated their wives 
to dinner and a full program of insur- 
ance activities at a recent ladies’ night 
meeting. The program included panel 
discussion, installation of officers, and 
distribution of national quality awards 

Chester A. Anderson was installed 
as president, succeeding Thomas F. 
Hull, Equitable Society. Other officers 
are: Robert H. Wlecke, Prudential, 
vice-president; William M. McCleery, 
Equitable Society, secretary-treasurer, 
and Harry E. Hauter, Northwestern 
Mutual, national committeeman. 

Among those receiving national 
quality awards were Mr. Hauter, who 
received a 12-year seal, and three who 
received 10 year plaques. The 10-year 
men were Mr. Anderson, the new 
president, Fred D. Cox, Sun Life, and 
Nate Mack, Equitable Society. 

Those who participated in the panel 
discussion are: J. R. Galbraith, Nation- 
al Life & Accident; Clifford G. Phil- 
lips, Occidental Life of California; 
Donald B. Thomas, Equitable Life of 
Iowa, and Harry R. Coles, Metropoli- 
tan Life. 





Dallas Assn. Honors Six 


Students for Hoover Essays 

Dallas Life Underwriters Assn. has 
awarded cash prizes to six high school 
seniors for their winning essays on the 
Hoover report for government reorgan- 
ization for the sake of economy. ‘fhe 
contest was a public relations project 
of the association. Some 4,500 seniors 
and students of government history 
were encouraged to take a five-hour 
course of study on the Hoover report. 
The association committee directing 
the project included Herbert M. Hol- 
comb, chairman; P. H. Huffstettler, 
Newman E. Long, and W. P. Whaley. 


Upper Wis.-Mich. Agents Elect 

Stanley Olson, New York Life, Ma- 
rinette, was elected president of Up- 
per Wisconsin-Michigan Assn. of Life 
Underwriters, succeeding Glenn C. 
Johnson, Aetna Life, who becomes 
state director. Other officers named 
are John Marx, Metropolitan, Menom- 
inee, Mich., vice-president, and Mrs. 
Amy Waterpool, Mutual Life of New 
York, secretary-treasurer. 
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COLOR ERP 


Insurance in Force over $330,000,000 


UNLIMITED OPPORTUNITIES 
FOR AGENCY BUILDERS 


WESTERN LIFE offers exceptionally good compensation and outstanding 
opportunity to qualified producers. Why wait until it is too late? See what 
we have to offer now. You can be a top man with Western and have security 
for the rest of your life. Some openings for General and Associate General 
Agents — your manager’s recommendation will help. Write or Wire: Western 
Life, Western Life Bldg., Helena, Montana. 


Assets over $78,000,000 
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Utah Life Agents Elect 
H. W. Ogden President 


Howard W. Ogden, Ogden, was 
elected president of Utah Assn. of Life 
Underwriters at the group’s recent an- 
nual meeting, to succeed Charles L. 
Soelberg, General American Life, Salt 
Lake City. Other officers are DeLoy 
McMullin, Ogden, secretary-treasurer, 
and Hyrum P. Cannon, Salt Lake City, 
vice-president. New directors are D. 
Ford Crandall, Willis S. Peterson, and 
William W. Whitesides, all of Salt 
Lake City. 


Milwaukee Life & Trust 
Men Hear G. B. Gordon 


George B. Gordon, director of ad- 
vanced underwriting for Mutual Ben- 
efit Life, spoke on “Close Corporation 
Interests in Estate Planning” at a din- 
ner meeting of Milwaukee Life Insur- 
ance & Trust Council at the Milwau- 
kee club. His talk covered stock re- 
demption agreements, valuation of 
close corporation interests and a re- 
view of existing agreements in the 
light of 1957 economic and tax situa- 
tions. 


Columbus O., Life Agents 


Start Anti-Slum Project 


Columbus (O.) Life Underwriters 
Assn. has gone into slum fighting as a 
civic project. Plans call for members of 
the association to carry the message to 
over 500 leading citizens and clergy- 
men in Columbus in a dramatized ef- 
fort to arouse local interest in organiz- 
ing citizens councils for neighborhood 
improvement and for revitalizing the 
declining sections of the city. The anti- 
blight project is under the guidance of 
Gene Collins who recently was ap- 
pointed community services chairman 
for the association. 


Logansport (Ind.) Life Underwriters Assn. 
has elected Warren C. Otterman, president; 
Frank Folio, 1st vice-president; Myron Gould, 
2nd_ vice-president, and Victor Underwood, 
secretary-treasurer. 


Decatur (Ill.) Life Underwriters Assn. has 
elected William J. Braun president. Other 
officers are: Joseph A. Lewis, 1st vice-presi- 
dent; Roy A. Rademacher, 2nd vice-president; 
and Stephen G. Graliker, secretary-treasurer. 


Grand Rapids Life Underwriters- Assn. has 
elected Paul E. Neumann president at its an- 
nual meeting and golf outing at Cascade coun- 
try club. Other officers are: Marvin E. 
Muilenberg, vice-president; Edward DeYoung, 
secretary, and Nelson J. Richardson, treasurer. 


Corpus Christi—W. Tyson Woods has been 
installed as new president of the Corpus Christi 
association. Other officers are Gordon Mandt, 
vice-president; Louis Wehmeyer, secretary, and 
L. R. Lobing, treasurer. 


Midland, Tex.—Permiam Basin Assn. elected 
Carl R. Smith, Western Republic Life, presi- 
dent. Other officers are H. Earl Mizell, Pruden- 
tial, vice-president; Delbert E. Burkhardt, 
American Founders Life, 2nd vice-president; 
Carvel Mills, Southland Life, secretary, and 
W. Robert Boon, American Hospital & Life, 
treasurer. 


Wisconsin Rapids, Wis.—C. W. Tomlinson, 
manager for Bankers Life at Madison and vice- 
president of Wisconsin Life Managers & Gener- 
al Agents Assn., spoke at the national quality 
awards luncheon meeting of central Wisconsin 
Life Underwriters Assn. here. His topic was 
“Shall I Advise My Son to Enter the Life Insur- 
ance Business?” Conrad C. Somers, Bankers 
Life, Stevens Point, president of the association, 
presented the awards. New officers elected 
were L. F. Arnold, Business Men’s Assurance, 
Wisconsin Rapids, president; W. J. Wall- 
schlaeger, Security Mutual, Marshfield, and 
R. F. Corcoran, Franklin Life, Stevens Point, 
vice-presidents; Michael W. Daly, Northwestern 
Mutual, Wisconsin Rapids, secretary-treasurer; 
Ray Burchell, Wisconsin Rapids, national com- 
mitteeman, and Mr. Somers, state director. 


Saginaw, Mich.—John G. Topliff is the new 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 


president of the Saginaw association, succeed- 
ing M. James Houlihan. The election of new 
officers coincided with the presentation of 
national quality service awards to 23 members. 
Other officers are A. W. Irish and John Broad- 
foot, vice-presidents. Mrs. Amalia Glick, secre- 
tary, Thomas N. Taylor, treasurer. 


44 
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Spokane—Julian S. Marshall has been in- 
stalled as the new president. Other officers are: 
Melvin Kaylor, vice-president; Howard Tibbits, 
secretary-treasurer; Reginald H. Moffett, mem- 
bership committee chairman; James M. Smith, 
sales congress chairman; Robert K. Powers, 
legislative chairman; Lillian M. Nihoul, local 
publicity chairman, and Eugene Bannalntyne, 
national publicity chairman. 
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Pioneer Variable Annuity Salesman 
Tells How Public Responds to Appeal 


Much has been written about the 
highly controversial variable annuity 
but little of it has dealt with this new 
type of policy from the viewpoint of 
the salesman actually selling it. The 
following article was written by a gen- 
eral agent of Variable Annuity Life in 
Alderson, W. Va., who tells why he 
sells variable annuities. 


have enabled them to make sound 
plans for their financial security. 

We have been up to this date work- 
ing with the only available tools at 
our disposal. Now that the variable an- 
nuity has developed, we feel that it is 
the perfect addition to our sales ap- 
proach and now enables us to do an 


nuity as a means of providing retire- 
ment income for life. 

We happen to be among those who 
favor the variable annuity and agree 
with those who say that “increasing 
life spans and lower yields from fixed 
dollar investments have reduced the 
security which the old fashioned an- 
nuities afforded. There is a need for 
something better suited to modern 
conditions.” 

Those who are not in favor say that 


understanding and the industry will 
be burdened with new regulations.” 

I can say from my own experience 
for the past six months in the sale of 
variable annuities, the public fully un- 
derstands the nature of the variable 
benefit and is very well aware of the 
possible results of equity dollars. With 
all of our clients being made aware of 
the advantages and disadvantages of 
both fixed dollar and equity invest- 
ments, we are convinced that there 
will be no misunderstanding on the 


By JAMES TWOHIG 

I am one of the first agents in the 
United States to sell variable annuities 
to the general public. I started selling 
for Variable Annuity Life when it be- 
came licensed in West Virginia last 
year. There are many reasons why I 
sell variable annuities and I think all 
life insurance agents should know 
about them. We have read volumes 
about the variable annuity by econo- 
mists, insurance and mutual fund ex- 
ecutives, but what about the ideas of 
a salesman. 

I am the head of a selling organiza- 
tion in West Virginia. I have had 20 
years of experience in selling future 
security to the people of West Virginia 
and Virginia through the sale of secur- 
ities, mutual funds and life insurance. 
Through our organization we have 
placed millions of dollars of fixed-dol- 
lar investments (life insurance) in the 
hands of thousands of people and with 
most of these same people have placed 
millions of dollars of equity invest- 
ments. Frankly I see the variable an- 
nuity as a balance between these two. 
I don’t view it as a threat to either. It 
will be a boost to both types of finan- 
cial planning. 

For more than 20 years the men of 
our organization, as salesmen, have 
heard from men and women from all 
walks of life about their fears of the 
declining purchasing power of the dol- 
lar. We determined that what the pub- 
lic wanted was “future security” in 
whatever form could best fit their 
need. To us this meant a balance be- 
tween equity investments and life in- 
surance, so we offered both to our 
clients. I remember that when we in- 
troduced the sale of annual funds in 
combination with life insurance, most 
of our fellow life insurance agents 
looked upon us with amazement, some 
in disgust, and a few with open minds. 
We find today, even among our life 
insurance friends,-an agreement that 
sound financial planning requires both 
the fixed and the equity dollar. 

In order to be of the best possible 
service to our clients, arrangements 
were completed with large companies 
having precisely the working tools we 
needed to handle the sale of “future 
securities” more successfully. The idea 
of having the combination approach to 
handle the future security needs of 
our clients had to be field tested. 

We began to ask our clients and 
prospects if they did not constantly 
feel like ropes in a human tug-of-war 
between conflicting desires and inter- 
ests—wouldn’t they like to feel that 
when a suggestion was made by their 
insurance agent that it was not a 
question of the agent setting forth on- 
ly the best arguments for life insur- 
ance, but having at his disposal the 
ability to handle any of the financial 
needs of the client. It was pointed out 
that this was made possible by the 
fact that the salesman would find his 
compensation from the sale of either 
form. 

In almost every case our clients fa- 
vored this approach. So from that time 
on we have sold a combination of life 
insurance, mutual funds and _ invest- 
ments and feel that we have provided 
for our clients the needed service and 





even more complete job providing life 
insurance protection, equity invest- 
ments for the estate, and variable an- 


“the variable annuity is too risky. Var- 
iable benefits will lead to public mis- 


part of the general public as to the 
(CONTINUED ON PAGE 8) 





HIs year’s Annual Meeting of Northwestern Mutual 
ji pues will hold special significance, for this is the 
company’s 100th Anniversary. More than 1400 agents 
from Northwestern Mutual offices all over the country 
are planning to attend. 

But here there will be comparatively little time de- 
voted to fond reminiscence. The emphasis will be on the 
promise that lies ahead, rather than the achievements 
of the past. “Featuring the Future” has been chosen as 
the theme of this year’s meeting. 

In keeping with Northwestern Mutual tradition, this 
77th annual meeting will be planned by agents and run 
by agents to help themselves become still more success- 





100-year milestone becomes 
a stepping stone! 








Annual Meeting of Northwestern Mutual agents 
July 22-23-24—Milwaukee, Wisconsin 


ful agents during the year to come. This spirit lends 
unusual enthusiasm and vitality to these yearly get- 
togethers. The agents attend voluntarily—in fact, they 
pay their own way. They value these meetings so highly 
that many have not missed a single one since joining 
Northwestern Mutual. 

The Executive Committee of agents guiding this 


year’s meeting is made up of: Chairman G. Wendell Dygert, 
C. L. U., Fort Wayne, Indiana; John O. Todd, C. L. U., Chicago, 
Illinois; John R. Mage, C. L. U., Los Angeles, California; Lester A. 
Wilbert, C. L. U., Milwaukee, Wisconsin; Dennis E. McTigue, Fort 
Dodge, lowa; William C. Roeder, Aurora, Illinois; Charles E. 
Rosch, C. L. U., Baltimore, Maryland; Stanley S. Trotman, C. L. U., 
New Haven, Connecticut. 


The NORTHWESTERN MUTUAL Life Insurance Company 


MILWAUKEE, WISCONSIN 
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Concealing the Treasury's Switch 


A rather shocking example of an 
official’s trying to hoodwink taxpayers 
into foregoing tax advantages that are 
rightfully available to them was dis- 
closed this week at the annual meeting 
of the Million Dollar Round Table by 
James F. Thornburg, South Bend at- 
torney and an authority on executive 
compensation plans. 

Mr. Thornburg was referring to the 
attitude of the commissioner of inter- 
nal revenue in the famous Oates case 
by which James F. Oates, before he 
retired as general agent of Northwest- 
ern Mutual Life in Chicago, sought to 
have his post-retirement renewals paid 
to him or his estate evened out in- 
stead of being paid as the premiums 
that generated them were paid. The 
commissioner, after losing out in the 
circuit court of appeals, publicly ex- 
pressed his non-acquiescence in the de- 
cision. This has been generally known 
in the life insurance business, of course. 

What has not been known to any ex- 
tent until disclosed by Mr. Thornburg 
is that, as he put it: “The commission- 
er has abandoned his position, with- 
drawn his acquiescence privately, and, 
in effect, instructed his agents to ad- 
here to the decision.” 

“This withdrawal of non-acquies- 
cence has not been published for the 


information of taxpayers,’ Mr. Thorn- 
burg continued. “The commissioner’s 
reasons for maintaining privacy in a 
matter of public interest are best 
known to the Treasury. However, one 
cannot help but speculate that public 
access to such knowledge would great- 
ly stimulate the already abundant ap- 
plication of deferred compensation 
principles.” 

If Mr. Thornburg is right about the 
commissioner’s probable reasons—and 
any other explanation seems absurd— 
we have an example of highly dubious 
morality in high places. The rules 
should be known to all and applied to 
all. To conceal acquiescence by letting 
the impression stand that the previous 
non-acquiescence was still in effect is 
decidedly double-standard morality— 
one standard for those who trust the 
revenue service’s openness and frank- 
ness and another for those who dig in 
and find out whether things are the 
way they appear on the surface or 
whether the rules have been secretly 
changed. 

It is understandable that the internal 
revenue service should want to collect 
all the tax money it can. But the 
concealment of acquiescence in a legiti- 
mate tax saving in the hope that only 
the lucky few will find out about it is 
carrying zeal too far.—R.B.M. 


The Value of Summer Fellowships 


Encouraging evidence of the con- 
stantly improving relationship between 
insurance companies and college insur- 
ance teachers is the annual summer 
fellowship program now under way for 
the seventh year at the home offices of 
23 life, fire and casualty companies in 
the United States. Under the program, 
which has many benefits for both in- 
dustry and educators, 28 insurance pro- 
fessors are working from four to six 
weeks in the home offices to obtain 
first-hand knowledge of the problems, 
procedures, policies and philosophies 
of their host companies. 

The fellowships have drawn enthu- 
siastic response from the professors 
and the companies have had words of 
praise, too. American Assn. of Univer- 
sity Teachers of Insurance sponsors the 
program in conjunction with LIAMA, 
Health Insurance Institute, Assn. of 
Casualty & Surety Companies, Ameri- 
can Mutual Alliance and National 
Board of Fire Underwriters. 

An important benefit of the program 
is the fact that professors who have 
held the fellowships almost inevitably 
serve as centers of influence, not only 
with their students but also with their 
fellow faculty members. With their 
colleagues at the Faculty club their 
views are likely to be heard and re- 
spected because they got them at first 
hand. 

While not imbued with the sales- 
manship or enthusiasm of an agent, 
these teachers are in a position to give 


an authoritative inside story of how 
insurance companies operate. Their 
practical summer experience lends 
force to their words. ; 

The influence of the insurance teach- 
ers may tend to straighten out some 
erroneous ideas held by some faculty 
members who may be suspicious of big 
business, big insurance companies in- 
cluded. This is important because it is 
surprising how much misinformation 
intelligent people—even college profes- 
sors—can collect about the various 
forms of insurance. 

Practical experience will strengthen 
insurance professors as teachers be- 
cause on-the-job experience is a valu- 
able supplement to reading and re- 
search. The practical experience can 
add to their store of information and 
help them lecture more effectively and 
knowingly to their students. 

Men who have worked with the 
summer fellowship program feel the 
home office work helps the professors 
become better teachers because the 
on-the-job experience gives them a 
“feeling” for the business which cannot 
be found in textbooks. 

Of course, the benefits are not all to 
the students and teachers. Management 
people in the companies get a chance 
to talk with the professors and learn 
what the academic world thinks of 
them. From these outsiders may come 
ideas and suggestions that will help 
improve procedures or solve problems. 
—John B. Lawrence Jr. 


Pasquale A. Quarto, vice-president 
of agency supervision of Bankers Na- 
tional Life, has been elected chair- 
man of New York Training Directors 
Assn., an organization of training peo- 
ple from New York and New Jersey 
firms. 


Theo. P. Beasley, president of Re- 
public National Life, and Mrs. Beasley, 
have sailed aboard the Queen Eliza- 
beth for a two-month tour of Europe. 
Mr. Beasley will attend the meeting of 
the World Council of Y.M.C.A.’s in 
Kassel, Germany, and later will tour 
Switzerland, Norway, Sweden, Den- 
mark, Scotland and England. 


M. A. White, vice-president and sec- 
retary of Jefferson Standard Life since 
1951, was among nine retiring employes 


honored at a dinner at Jefferson . 


Standard Country club. He joined the 
company as a traveling auditor in 1923. 


Bradley C. Marks, president of Pi- 
oneer Mutual Life of Fargo, has been 


named chairman of the Red Cross dis- , 


aster relief fund campaign for chap- 
ters in Minnesota and the Dakotas. 


The fund will be used for the relief . 


and long-term restoration of victims 
of the tornado that struck Fargo, N. D., 


June 20, and for victims of recent . 


floods in Minnesota. 


Fred A. McMaster, general agent 
for Ohio National Life and president 
of Goodwill Industries of southern 
California, has been re-elected to a 
four-year term as a member of the 
board of Goodwill Industires of Amer- 
ica, Inc. 


John T. Acree Jr., president of Lin- 
coln Income Life, has been elected 
president of Old Kentucky Home 
Council, Boy Scouts of America. 


President and Mrs. Rolland E. Irish 
and Medical Director and Mrs. Harry 
E. Christensen of Union Mutual Life 


recently returned from an extensive _ 


European tour. While abroad they at- 
tended the wedding of Mr. Irish’s son, 
Robert E. Irish, to Miss Lorna J. 
Cavey of the Isle of Jersey, Channel 
Islands, England. Miss Cavey is the 
daughter of Mr. and Mrs. Vernon V. 
Cavey of Jersey and is a graduate of 
McGill university, Montreal. Presi- 
dent Irish was best man. The young 
couple will make their home in Port- 
land, Me., where Robert Irish is a 
sales management trainee with Union 
Mutual. 


H. G. Kenagy, who retired as a vice- 
president of Mutual Benefit Life in 
1953 to return to teaching, has been 
notified that the board of Texas A.&M. 
college has made an exception in his 
case and will allow him to continue 


his work as associate professor of . 


business administration for at least 
one more year, although the rule re- 
quires professors to retire from full- 
time teaching at age 65. 


J. Gordon Michaels, branch manager 
at Chicago of Continental Assurance, 
and Marshall B. Simms, director of 
multiple line development for that 
company, made use of the helicopter 
to untangle a tight golfing schedule 
made last week when they agreed to 


play in foursomes at the meeting of | 
Illinois Assn. of Insurance Brokers and | 
Chicago General Agents & Managers | 


Assn. The general agents and man- 
agers were at Elmhurst country club 
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and the brokers at St. Andrews coun- 
try club and they are quite a distance 
apart. The helicopter picked up Messrs. 
Michaels and Simms at the 9th hole 
at Elmhurst and flew them to St. 
Andrews in time to tee off with their 
second foursome. 


DEATHS 


HOWARD A. AUSTIN, 177, for 33 
years manager at Kansas City for 
Prudential, died. He joined Prudential 
in St. Louis in 1905 and in 1907 he 
was appointed manager at Kansas 
City, in which capacity he served until 
his retirement in 1940. As a personal 
producer, he wrote $3 million during 
one year. 

















Make Change in Welfare 


Plan Panel at Bar Meet 


A change has been made in the 
panel on employe pension and wel- 
fare plans—insured vs uninsured— 
to be presented Monday morning, July 
8, at the meeting of the insurance, 
negligence and compensation law sec- 
tion of American Bar Assn. at the 
Plaza in New York City. 

Robert Dechert, general counsel of 
Department of Defense, will be un- 
able to appear due to the pressure of 
business in his office. His place will 
be taken by Albert Pike Jr., actuary 
of Life Insurance Assn. of America, 
an authority on pension and welfare 
plans, and Rev. Paul Harbrecht, S.J., 
who has written a book on pension 
trusts that will be published in the 
fall. Father Harbrecht, a lawyer, is 
doing advanced study at Columbia 
university. He will be moderator. 

Other participants are A. A. Berle 
Jr., professor of law at Columbia and 
former undersecretary of state, and 
Victor A. Lutnicki, vice-president and 
general solicitor of John Hancock. 

John V. Bloys, assistant general 
counsel of LIA and chairman of the 
life insurance committee, will intro- 
duce the speakers. The panel, spon- 
sored by the committee, will begin its 
program at 9:30 a.m. 


Pick ALC Nominating Slate 


Member companies of American 
Life Convention have selected a five- 
man committee to make nominations 
for president of ALC and for each of 
the places on the éxecutive committee 
open for election at the ALC annual 
meeting in October at the Edgewater 
Beach hotel, Chicago. 

Nominating committee members, 
all company presidents, are: Walter O. 
Menge, Lincoln National Life, chair- 
man; Byron K. Elliott, John Hancock; 
S. J. Hay, Great National Life; Ralph 
R. Lounsbury, Bankers National Life, 
= Cecil Woods, Volunteer State 

ife. 








House Passes Bill to Exempt 
Some Benefits trom D. C. Taxes 


_ The House has passed a bill amend- 
ing the District of Columbia tax 
law in order to permit exemption of 
social security, workmen’s compensa- 
tion, health insurance and military dis- 
ability benefits. 

The bill also exempts salaried pro- 
fessional people earning less than $5,000 
a year from the $25 professional license 
tax. Insurance agents, concerned about 
this, sought an exemption either 
through legislation or administrative 
ruling. 





Alfred L. Golden, formerly public 
relations director of Associated Hos- 
pital Service of New York (Blue 
Cross) and vice-president of United 
Medical Services, Inc., (Blue Shield), 
has been elected a vice-president of 
Beneficial Standard Life 


38-Page Engelsman 
Booklet Published 


The Next Interview—by Ralph G. 
Englesman, published by the Diamond 
Life Bulletins department of The Na- 
tional Underwriter Co., is just off 
the press. The 38-page, paperbound 
booklet contains 19 unrelated dis- 
cussions of basic important aspects 
of actual selling-client relationships. 
Mr. Engelsman is a_ successful and 
distinguished personal producer, per- 
ennial member of the Million Dollar 
Round Table, author and _ lecturer. 
The reader places himself in the pri- 
vate study of the author and reaps 
unlimited benefits from his guidelines 
to success. The author has drawn on 
his many years of successful sales- 
manship and agency management ex- 
perience to provide his_ surprising 
wealth of practical insurance selling 
wisdom. Its uses are many: For shar- 
pening pre and post-interview skills, 
for individual study, for supplement- 
ing training, for agency meetings and 
bulletins, and for new and established 
agents. Prices: Single copy, $1.25, less 
for quantity orders. Size: 5 ” x 8”, 
38 pages. 





Hubert Davis Feted on 
Retirement as V-P of 
Knight Agency, N. Y. City 


NEW YORK—Hubert E. Davis, vice- 
president of the Charles B. Knight 
agency of Union : 
Central Life at 
New Yorkand 
widely known as a 
life insurance edu- 
cator and speaker 
before life agents 
associations, was 
honored on the eve 
of his retirement at 
the dinner climax- 
ing the agency’s 
annual outing at 
Dellwood country ‘ 
a New City, Hubert E. Davis 

Mr. Davis is held in particular es- 
teem and affection by the members 
of the agency, a large number of whom 
he trained and supervised from the 
beginning of their careers. The din- 
ner also celebrated the highly success- 
ful production campaign, captained 
by Mr. Davis, during which nearly 
$11%% million was submitted and $71 
million paid for between April 28 and 
May 30. 

Mr. Davis has been with Union 
Central 33 years, all of it with the 
Knight agency. At the dinner, he was 
presented a member-emeritus certifi- 
cate from New York City Life 
Underwriters Assn., a book containing 
good wishes and signatures of all in 
the agency, a camera from a group 
of friends in the agency, a plaque 
from the “prospectors’ club,’ made 
up of younger agents, a gift certifi- 
cate, and the announcement that the 
“Davis plaque” was being created, 
winning of which would be based on 
number of prepaid lives—Mr. Davis 
being an enthusiast for getting the 
check with the application. 

The final gift was jointly presented 
by the agency’s president, Charles N. 
Barton, and his mother, Mrs. Walter 
Barton, widow of the former head of 
the agency and daughter of Charles 
B. Knight, the agency’s founder. It 
was an inscribed silver punch bowl. 

Representing the home office was 
Vice-president John Quick, who spoke 
briefly, bringing greetings from his 
associates at Cincinnati. 

Mr. Barton presented the lives 
leader plaque to Warren Stillwell and 
the man of the year awards to Steven 
Hirschman for men less than two years 
in the business and to Samuel Sito- 
mer, agency and company leader, for 
agents more than two years. 















HUGH S. BELL, C 
GENERAL AGENT IN SEATTLE 














nnually, since 1934, the Equitable Life Insurance 
Company of Iowa has recognized, by its Master 
Agency Builder award, pre-eminence among its gen- 
eral agents in matters of organization, production, 
conservation, average size policy, and other factors of 
agency building. 


Hugh S. Bell, CLU, general agent in Seattle since 
1929, Master Agency Builder award winner of 1957, 
qualified for that ranking Company honor in 1942, 
ft 1943, 1945 and 1952. The Seattle agency, under 

Be 








Mr. Bell’s direction, has long- been one of 
% the Equitable Life of Iowa’s leading agency 
organizations. 







LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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UNPARALLELED AGENCY 
FRANCHISES AVAILABLE: 
Indiana, Illinois, Kentucky, Ohio, 
Pennsylvania, Michigan, Arizona, 
Minnesota, Virginia and West Virginia 


COMPLETE COVERAGE: 


Life Specials, Par and Non Par 
Commercial and Non-Can A&S and 
Hospitalization . . . Group and Pensions 


One of the Nation's Fastest Growing Companies, 
with Competitive Rates, Top Commissions, and Prompt Underwriting 


E. KIRK McKINNEY, President 


JEFF RSON NATIONAL 
ile 


VOVMCE’ OMYfA1EG- 
INDIANAPOLIS, INDIANA 
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your SALES GROW, too, with 
our 
Juvenile 
Estate 
Builder 
Plan! 


Write now for 
full details on 
this and other 
plans from one 
of America's 
fastest growing 
insurance 
companies! 


UNITED LIFE EST. 1913 


AND ACCIDENT INSURANCE CO. Concord, N. H. 
A SOUND NEW ENGLAND COMPANY 









For full details, write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White St., Concord, N. H. This policy 
available: Conn., Del., D. C., Me., Md., Mass., *Mich., *N. H., 
*N. J., N. C., *Ohio, *Pa., R. I., *S. C., Vt., *Va. 


* General agency opportunities available in these states. 








A point 
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to drive 
home... 




















wee you’re associated with 
State Life you enjoy a cooper- 
ative home office that’s constantly 
contriving new and better ways to 
make the work of an underwriter 
easier . . . more rewarding. Liberal 
compensation, extensive training 
courses, effective recruiting aids, 
more and better modern-day salable 
policies, are only a few of the advan- 
tages by which agents profit. There’s 
outstanding opportunities in 21 states 
for both types of agencies . . . pro- 
ducing and organizing. Why not get 
the facts today? No obligation. 


Dini H. Lucus—Director of Agencies 


The : 
SraTEeE LIFE 


Insurance Company 
Indianapolis 


A MUTUAL COMPANY FOUNDED 1894 











CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, OHIO 













John D. Shafer, President 


Write for complete information on our 








ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS | 
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Barometer of Success 
Cited at L.A. A&H Assn. 


Success or failure in insurance can- 
not be determined in a day or a week, 
but results after three months can be 
an indicative measure, Joseph F. Leb- 
by, Los Angeles general agent for Mas- 
sachusetts Indemnity & Life, told mem- 
bers of Los Angeles A&H Underwriters 
Assn. This three month period, he 
said, can act as a “true barometer of 
our rise and fall.” 

Mr. Lebby said the ingredients of 
success are desire, a goal with a long 
range objective and a habit pattern that 
becomes part of the agent. “The more 
we understand what we want, the more 
vigorously we will go after it,” he de- 
clared. These wants basically are ma- 
terial and emotional. The material 
wants are not for money but for the 
things money can buy, while the emo- 
tional wants include many of the things 
money cannot buy. 


Flint, Mich., A&S Men 


Name Mero President 

Flint Assn. of A&H Underwriters 
has elected Leo G. Mero, Mutual Ben- 
efit H.&A., president, to succeed Leo- 
nard A. McKinnon, McKinnon & 
Mooney, who becomes chairman. Also 
elected were: James D. Smith, vice- 
president; Mrs. Blanche I. Ritter, sec- 
retary-treasurer, and Floyd W. Bryant, 
Eldon M. Burton, Peter G. Buterakos 
and Mrs. M. J. McLavish, directors. 


Milwaukee A&H Men Elect 


John J. Frey of Prudential has been 








' elected president of A&H Underwrit- 


ers of Milwaukee. Other officers are: 
LeRoy P. Voss, Wisconsin Casualty 
Assn., executive vice-president; Don- 
ald Hoeller, North American Life, 
vice-president; Leo E. Packard, Pack- 
ard-Carson agency, secretary, and 
Robert Stafford, Carney-Rutter agen- 
cy, treasurer. 


Elect in Western Mich. 


Western Michigan A&H Underwrit- 
ers elected D. Roger Kitch, Lincoln 
National Life, president at the annual 
meeting in Grand Rapids. Other offi- 
cers elected were Gerrit J. VanWest- 
enbrugge, vice-president, and William 
L. DeGroot, secretary-treasurer. 


FRATERNALS 


Wis. Fraternal Congress 


to Recognize Top Agents 

Wisconsin Fraternal Congress will 
hold its annual summer meeting, Aug. 
17, at Lake Delton. An innovation 
will be recognizing achievements of 
outstanding field representatives of 
each of the 28 member fraternal so- 
cieties. Each fraternal will select its 
outstanding agent on the basis of pro- 
duction record, persistency, service, 
and activity in promoting fraternal- 
ism, and the agents will receive ci- 
tations of merit. 


WILLIAM F. HELD SR., 54, Indi- 
ana state manager of Gleaner Life 
Society, died after a long illness. At 
the time of his death, he was a mem- 
ber of the fraternal’s supreme council. 























St. Louis Actuaries Elect Feay 
Herbert Feay, actuary for Marsh & 
McLennan at St. Louis, has been 
elected chairman of St. Louis Actuar- 
ies Club. Other officers are Edward 
L. Faith, General American Life, and 
Elouise B. Koch, Mutual Savings Life. 





YOU CAN 


@ Choice territory for General Agents 
in Midwest, Southwest and West 


@ All-American Contract for Agents 
@ Recruiting Aids and Help 

@ Proven Financing Plans 

@ Money-Making Package Sales 

@ Home Office Training Schools 

@ Regional Sales Meeting 


A Friendly General Agency 
Company 
Write to 
H. S. McCONACHIE 
Vice President 


AMERICAN MUTUAL LIFE 


DES MOINES, |OWA 








The Unity Mutual 
Life Insurance Company 
of New York 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 


L. J. BAYLEY 
Secretary 





BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 

YEAR REPAYMENT 
UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Big-Case Agents Launch New National Assn. 


(CONTINUED FROM PAGE 1) 








ton; Renaldo A. Baggott, National Life 
of Vermont, Seattle, and Charles F. 
Teller, Dominion Life, Philadelphia. 

Executive offices for ACLU are at 
the law firm of Cooper & Silverstein 
in Washington, D. C. Principals of this 
legal firm, J. Milton Cooper and Leon- 








Rosenfelt, Campbell 
to Address GAMC Meet 


General Agents & Managers Con- 
ference of NALU has added two 
speakers to its management program 
at NALU’s annual meeting in Detroit 
in September. 

Appearing on the Sept. 16 afternoon 
program will be Floyd A. Rosenfelt, 
general agent of Connecticut Mutual 
at Toledo, whose ideas on upgrading 
men in the agency have been well re- 
ceived. The Sept. 17 luncheon speaker 
will be A. M. Campbell, vice-presi- 
dent and chief actuary of Sun Life 
of Canada. 

In addition, a panel of five general 
agents and managers will present 
ideas on specific training ideas being 
used successfully in their agencies. 
The panel will be announced shortly. 


RECORDS 


GENERAL AMERICAN LIFE—The 
Kamaaina agency of General Ameri- 
can Life at Honolulu led the compa- 
ny in paid life volume for May, the 
fifth consecutive month this year the 
company has ranked among the top 
10 agencies. The Kamaaina agency, 
which had sales of $3,158,166 for the 
first five months of this year, leads the 
entire company in year-to-date paid 
life sales. Other top agencies for May 
are Tyler, Tulsa; Sale, St. Louis; Van 
Horn, Cleveland; Jeanes, Chicago; 
Johnson, San Francisco; Rosenthal, St. 
Louis; Levine, Los Angeles; Stuart, 
oa Louis, and Newblock, Oklahoma 

ity. 


BENEFICIAL STANDARD LIFE— 
For the five month period ending May 
31 record increases in new A&S and 
life business have been made by the 
company. A&S sales were up 10.2% 
over the similar 1956 period, while 
sales of new life reached $22,805,176, 
a gain of 74.4%, as compared with 
$13,074,586 for the same period in 
1956. A&S renewal premium income 
rose 12.9% and life premiums went 
up 28.1%. Life in force reached a new 
high of $110,906,448. This represents 
an advance of $13,752,294, or 104.9% 
increase over the same period in 1956 
when life sales rose $6,735,715. 


AMERICAN MUTUAL LIFE—May 
was president’s month and resulted in 
an all-time record for business. May’s 
production was in honor of the 75th 











birthday of President E. B. Mountain. 





New West Virginia 
Handbook Published 


A new Underwriters’ Handbook of 
West Virginia has been published 
by The National Underwriter Co. 
It provides complete and up-to-date 
information on agencies, brokers, 
companies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new West 
Virginia Handbook may be obtained 
from The National Underwriter Co. 
at 420 East Fourth street, Cincinnati 
22, Ohio. The price is $12.50 each. 


—< 











ard L. Silverstein, are serving as le- 
gal counsel for the organization. 

After an initial membership drive 
is completed—which is expected to be 
accomplished in two or three weeks— 
delegates from 12 districts throughout 
the country will meet either in Chi- 
cago or Washington. At this meeting, 
which is expected to take place in the 
fall, officers will be elected, by-laws 
prepared and adopted, and a general 
program will be formalized. 

The intent and philosophy of the 
new organization was outlined by one 
of its organizers as follows: 

“Recent legislative controversies in 
Washington and elsewhere have con- 
vinced hundreds of the nation’s large 
producers of the advantages of an in- 
dependent group which would work 
alone or with existing organizations 
in furtherance of their own and their 
clients’ interests in legislative and tax 
matters. 

“Members of the new group believe 
that the life insurance business will 
undergo many important and far- 
reaching changes in coming years. 
Since successful producers must of 
necessity be closely attuned to the 
insurance needs and desires of the 
public, the feeling is strong that their 
views on life insurance matters should 
be forcefully promoted. 

“It was only after many discussions 
with company, association and gov- 
ernmental officials, who felt the need 
for such a _ group, that individual 
agents became convinced that there 
was a void to be filled and took steps 
to organize themselves in all of the 
major cities. 

“It is the intention of the associa- 
tion to: 

1. “Keep members informed on all 
proposed legislation effecting them. 

2. “Be prepared to assist litigants 
in important court battles. 

3. “To introduce or defend against 
legislative proposals. 

4. “To maintain a permanent legal 
staff in Washington and elsewhere. 

5. “To take an active interest in 
intra-industry matters affecting the 
membership. 

6. “To take a positive approach to- 
wards valid new sales methods which 
will enable more people to benefit 
from life insurance.” 


THE BALANCE SWINGS 
oe ie | a | OE 





Pilot Life agents like working with their company, the 
company with the Big Plus. 

They find selling strength in the “4% interest on 
funds left with The Pilot.” They find security in the 
close partnership between Pilot home office and Pilot 
agent. 

They find power in Pilot Life’s multiple lines in 
life, group, and accident and health fields. 


They like Pilot Life’s unique plans: Major Medical 
that fills heavy demand among groups for complete 
flexibility; 20-40 small-group plans; weekly and 
monthly premium plans; hospitalization plans with 
guaranteed weekly indemnities and blanket accident 
insurance for students, campers, 4-H groups, scouts, 
and amateur basketball teams. 





Insurance Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 
©. F. STAFFORD, PRESIDENT GREENSBORO, NORTH CAROLINA 
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Modern Woodmen attained $200 million in assets in January of 
this year. 
reached through the faith placed in our organization by millions 
of Americans and the dedicated service of our Agency force and 
Home Office personnel. 


This additional mark of continuing progress has been 


Modern Woodmen 
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Too Few I st-Time MDRT Qualifiers Repeat 


(CONTINUED FROM PAGE 1) 





in accomplishment, continue to main- 
tain a competitive interest in ever 
reaching for the next higher plateau. 

“3. Have a sound basic philosophy 
toward the life insurance business and 
more particularly toward life itself. 

“4. Constantly add to your store of 
knowledge by studying something new 
every day, remembering always that 
‘he who stops getting better ceases 
being good.’ 

“5. Be sincerely interested in your 
life underwriters association, in your 
own agency and company affiliation, 
always striving for the true profession- 
al concept of subordinating your own 
interests to a sincere desire to serve 
others. 

“6. Have a personal belief in life in- 
surance to the point of owning a sub- 
stantial amount of it, making certain 
that your own financial house is in 
order. 

“7. Consistently concentrate on pay- 
ing for a healthy spread of lives, re- 
membering that the average continuing 
MDRT member pays for between 75 
and 100 lives a year. 

“8. Have a sound prospecting pro- 
gram and prospecting objective, cou- 
pled with a constant willingness to pay 
the price of success through hard 
work. 

“9. Don’t allow yourself to become 


complacent but be inspired with the 
high ideals and good citizenship that 
represent the true character of the 
Million Dollar Round Table, remem- 
bering always that the great obliga- 
tion of being a leader is leadership.” 

Though the 1957 membership is 
2,438, which is 21% above last year 
and 56% above 1955, and the attend- 
ance at the meeting exceeded the pre- 
vious record, set in 1955, by 60%, all 
who had asked for rooms were ac- 
commodated. Those who could not be 
taken care of in the Greenbrier itself, 
the convention hotel, were situated in 
nearby motels, for which some had 
expressed a preference. 

J e e 

Analyzing the reasons why such a 
disturbingly large percentage of first- 
time qualifiers fail to repeat, Mr. 
Goldman said too many new members, 
once having attained MDRT member- 
ship, are inclined to feel they have 
“arrived” and can rest on their laurels, 
secure in the thought that they have 
made the grade. 

“Some seem to feel that once they 
attain membership they become auto- 
matically endowed with the talents 
which will enable them to repeat in 
succeeding years,” he said, adding that 
the 45% mortality rate among 1956’s 
first-time qualifiers was not unusual 
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LIFE COMPANY—FOR SALE or MERGER 


Good established profitable company with over fifty million 
in force. Over four million capital and surplus. Would sell for 
cash, merger with another small company, or trade for stock 
of a larger company with established stock value. Owner's 
inability to secure good management is reason for selling. 
Write to Box V-38, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








accident and health, and group. 


Chicago 4, Illinois. 


Assistant to President 


Long established, medium-sized, Eastern, mutual insurance company writing ordinary, 


A difficult assignment but unique opportunity to gain working knowledge of entire 
company operation. Varied home office experience and technical knowledge helpful 
but not essential. Initiative, organization ability, personality, capacity to work with 
others more important. College degree preferred. 

Please write complete biography. If qualifications attractive, appointment will be 
arranged. Address Box V-36, The National Underwriter, 


175 W. Jackson Blvd., 








AVAILABLE GENERAL AGENT 


Fox river valley and Northeastern Wiscon- 
sin. Ten years experience as Life and 
A & H General Agent in this area. Write 
Box V-34, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


GROUP REPRESENTATIVE WANTED 


Experienced Group Representative to supervise 
established Group Office, Houston, Texas, for 
large, fast growing, nationally known New Eng- 
land company. Territory includes —— Texas 
and Southern Louisiana. Salary plus bonus. Our 
field force has been notified of this advertisement. 
Write Box V-37, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Assistant Manager of General Agency to assist 
in expansion program in well established Gen- 
eral Agency tn Springfield, Ohio. Salary-Com- 
mission open. Opportunity to purchase stock 
after proven ability. Write Box Y-20, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











AGENTS—BROKERS 


experienced in Life sales to Air Force R.O.T.C. 
students to contact prospects for a plan that's 
enree the nation—no competition! Names— 
—— urnished! State qualifications. Write 
ox 9, c/o The National Underwriter Co., 
175 we Jackson Blvd., Chicago 4, Ill. 








but fairly typical of what has been 
happening in recent years. 

“What are the reasons for this?” he 
asked. “Perhaps there are many, but 
basically those who failed to survive 
have overlooked the fact that in this 
business you have got to run like the 
deuce just to stand still. Some others 
have failed because, while they got 
into the Round Table once, they failed 
to get the Round Table into them- 
selves. 


“However, those who capture the 
philosophy, ideals, and traditions of the 
Round Table become fired with an en- 
thusiastic search for knowledge, ideas, 
techniques, and better organized pro- 
cedures, and with a passion for con- 
sistently high personal performance.” 

Mr. Goldman said the tremendous 
growth in membership raises the ques- 
tions: 

“Are we getting too big? Is it too 
easy to meet MDRT requirements? Be- 
cause larger volumes are easier to sell 
today, should we further tighten our 
requirements for membership?” 

“These questions and other possibil- 
ities are being studied by the by-laws 
committee and the executive commit- 
tee,” said Mr. Goldman. “The by-laws 
committee will have a preliminary re- 
port on its studies at the business 
meeting Wednesday, in which all mem- 
bers are urged to participate and give 
their thinking.” 

Reporting an increase of just one 
member in the life-only category of 
members, Mr. Goldman said he con- 
sidered this significant because it 
means that so many life members are 
continuing to meet the production re- 
quirements year after year for quali- 
fying membership. 

Recalling that the MDRT started 27 
years ago with 32 members, Mr. 
Goldman said this was the same num- 
ber as in King Arthur’s original Round 
Table and that in both groups mem- 
bership was based on personal achieve- 
ment and on continuing to subscribe to 
noble characteristics, including service 
to others. 


Trends Committee Suggested 


Creation of a new committee, which 
might be known as the industry trends 
committee, was suggested to the Mil- 
lion Dollar Round Table members by 
President A. Jack Nussbaum of the 
National Assn. of Life Underwriters, 
who, in line with MDRT tradition, was 
a speaker at the breakfast session. 

Mr. Nussbaum, an agent of Massa- 
chusetts Mutual Life at Milwaukee 
and a life and qualifying member of 
the Round Table, said in making his 
suggestions: 

“T have attended many of our Round 
Table meetings and am always im- 
pressed with the activities of the vari- 
ous committees whose purpose is to 
assist the membership in both im- 
proving its knowledge and its selling 
skills. In fact, I might say that you 
have excelled in this purpose. All of 
this has to do with the self-improve- 
ment of the individual. If I may be 
permitted, I would suggest a new com- 
mittee be formed, which for lack of a 
better name might be called the ‘in- 
dustry trend committee.’ Its purpose 
would be to report to the membership 
at the annual meeting their findings 
and after a thorough discussion, what 
recommendations might be made for 
the benefit of the industry rather than 
the individual. 

Mr. Nussbaum had one other sugges- 
tion: Greater participation by MDRT 
members in the activities of their local 
life underwriters associations. 

“You are held in great esteem by 


all life underwriters all over the coun- 
try,” he said. “You greatly enhance the 
prestige of your life underwriters as- 
sociations when you attend their meet- 
ings. You are a great inspiration to the 
other members. Give them the oppor- 
tunity to see you, and visit with them. 

“Gentlemen, you owe a great debt of 
gratitude to those who have preceded 
you and laid the groundwork for your 
wonderful accomplishments. I ask you 
now, gentlemen, pay your debt to those 
who have gone before by making pos- 
terity in debt to you.” 


Earlier in his talk, Mr. Nussbaum 
expressed concern at certain trends in 
the business, saying that “many of the 
progressive moves that are made by 
our companies have a tendency to eith- 
er dry up or reduce the agents’. take- 
home pay.” He cited the writing of 
special policies at reduced commission 
rates and the high amounts of group 
that are being written on individual 
lives. Nevertheless, he said, the home 
offices defend their actions on the 
ground that their field forces de- 
mand these things. 

“Let me illustrate,” he said. “One 
company happens to come out with a 
particular contract and/or at a par- 
ticular rate. Immediately the other 
companies are pressured by their good 
agents into not only doing the same 
thing but doing it better and for less 
money. 

“Many an agent who is a staunch 
supporter of the 20/40 group limit 
stretches his conscience to reach a 
$100,000 limit if he happens to be for- 
tunate enough to get a case that he 
can write on that basis.” 

Urging the MDRT members to help 
bring about an improvement in such 
situations, Mr. Nussbaum continued: 
“No one has greater prestige in their 


individual companies than the members | 


of the MDRT. Any member of the Mil- 
lion Dollar Round Table has proven he 
can do a job for himself. It is about 
time we recognize our duty to the in- 
dustry as well. You, gentlemen, are a 
terrific power for good. I can assure 
you, if you will use that power in the 
right direction, your benefits will be- 
come greater than if you are merely 
concerned about self-interest.” 


Stocks Will Be Attractive 


The final speaker at the breakfast 
session, Donald C. Slichter, vice-presi- 
dent of Northwestern Mutual Life, pre- 
dicted that although debt securities, 
in the form of real estate mortgages, 
bonds, and debentures, will continue to 
make up a large part of total life 
company holdings, “the growth and 
managerial strength of many American 
business concerns, together with the 


dividend return obtainable, will make. 


their common stocks attractive invest- 
mentwise. I believe our holdings of 
common stocks in the next several dec- 
ades will expand substantially from 
the current figure of $1.3 billion.” 


Of the competition from other sourc- 
es for the consumer’s dollar. Mr. 
Slichter said: “Spending today is a 
more happy human pastime than sav- 
ing for tomorrow and sometimes so- 
called new forms of saving, because of 
promises that far outrun performance,’ 
entice savers to neglect the fortress of 


life insurance. We can not promise the 
moon but we can promise, and guar- 
antee as well, plans for complete fi-) 


nancial security. 
“This has been the proud record of 
our industry for nearly 200 years. It! 
(CONTINUED ON NEXT PAGE) 
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is the vigor, imagination and high sales 
talent of such a distinguished group as 
this that indicates to me that compe- 
tition by others for the consumer’s dol- 
lar will but serve to make your efforts 
even more productive. The opportuni- 
ties for life insurance in a growing 
economy both protectionwise and in- 
vestmentwise are unlimited.” 


Family Income Rises 


The continuing rise in average in- 
comes of family units bodes extremely 
well for large increases in the sale of 
life insurance, said Dean Arthur R. Up- 
gren of the Amos Tuck school of busi- 
ness administration of Dartmouth col- 
lege in his talk, “The Economic and 
Business Outlook, with Special Refer- 
ence to Inflation, the Purchasing Power 
of the Dollar, and Interest Rates,” 
which immediately followed the break- 
fast session. 

“Our economy has laid the seeds for 
a flourishing, growing family income 
in America,” he said. “In 1945 average 
family income was about $4,000. That 
bought the necessities of life, the pric- 
es of which were now inflated by about 
one-third. By 1950 average family in- 
come passed the $5,000 level with only 
moderate inflation after that year. For 
example, from 1951 to 1956 the cost 
of living rose only 4% while the aver- 
age rate of pay for all factory workers 
rose 20%. 

“Family incomes in 1955 were $5,- 
520. By 1960 the average family in- 
come will be, according to the Twen- 
tieth Century Fund, $6,712 and in 1965 
the original conservative estimate was 
for an average family income of $6,760. 
This has now been increased to $7,000. 
One only needs to measure the amount 
of life insurance which can and is being 
bought by families which have $7,000 
of income in comparison with families 
having a yearly income of $5,000 to 
come to appreciate the enormous size 
of the future market for life insur- 
ance. As this particular step in rising 
incomes is taken, namely an increase 
of 40%, I am sure the capacity to buy 
life insurance rises by something in 
excess of 100%. 

“With this optimistic picture we 
should give some idea of the reliabil- 
ity of the estimates. Here happily we 
have the first estimate of rising na- 
tional output in the United States made 
by President Eisenhower in 1954. At 
that time an estimate was prepared 
of total production in the United States 
as it could be without any rise in 
prices in the year 1965. 

“Two and one-half years have passed 
since this estimate was prepared and 
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used approvingly by the President. We 
are now able to check up on how well 
the United States economy has done 
in the 24-year period which has 
elapsed. 

“IT am happy to report that we are 
running almost a full 100% ahead of 
the schedule the President laid out for 
the American economy and of this 
factor of safety of 100% only a very 
minor fraction is accounted for by the 
modest inflation which has occurred.” 


Insurance As Investment 


The importance of life insurance in 
the individual’s investment program, 
with a higher priority than common 
stocks, was stressed by John F. Sulli- 
van a general partner in the investment 
firm of Merrill Lynch, Pierce, Fenner 
& Beane. He quoted this from a 1952 
advertisement of his company: “Some- 
times research tells people they 
shouldn’t buy stocks. Why? Because 
we’ve always maintained that people 
should first have enough savings and 
enough insurance to meet life’s emer- 
gencies. Then and only then should 
they properly consider investing their 
extra money in stocks.” 

Mr. Sullivan said the separate fields 
of life insurance and security business 
are not so separate as might appear 
“and in fact they dovetail to formulate 
a program for the conservation of es- 
tates and individual funds—conserva- 
tion not only of the dollar value of the 
assets but conserving to some extent, 
at least, the purchasing power of the 
dollars as well,” through wise invest- 
ments in equities. 

“T am not going to try to tell you 
how much insurance is ‘enough,’ ” said 
Mr. Sullivan. “That is your job and I 
am sure you will agree that ‘enough’ 
is dependent on many factors peculiar 
to the individual. However, proceeding 
from that point, we believe that where 
surplus funds are available the indi- 
vidual should supplement his program 
through investing in a cross-section of 
American industry while participating 
in the expansion and growth of our 
economy. I am convinced that if we all 
do our jobs with the best interests of 
our customers and prospects in mind 
we owe it to ourselves to approach 
this highly important investment prob- 
lem on the basis that our interests— 
yours and mine—are not competitive 
but complement one another.” 

In the workshop sessions that after- 
noon on life insurance as an investment 
Michael P. Coyle, Phoenix Mutual 
Life, New York City, demonstrated the 
folly of common-stock purchases for 
the 95% of the public, then went on to 
say this about the 5% with the higher 
incomes: 

“Let’s take the more sophisticated 
5%. A fellow usually says, ‘I already 
own $50,000 of life insurance and got 
too much money in fixed dollar invest- 
ment.’ Well, let’s examine this a little 
bit more carefully. He only has $50,000 
of guaranteed investments if he dies. 
This bird usually has two or three or 
four thousand dollars worth of cash 
values in his policy, owns a home with 
perhaps a $15,000 or $20,000 equity in 
it and any prudent man would tell you 
that he was already away out of kilter. 
Property and real estate is most cer- 
tainly an equity investment and he al- 
ready has five times as much money 
in equities as he has in guarantees. 
Make him realize that the cash values 
of his policies are even better fixed 
dollar guarantees than the government 
bond or the high-grade preferred stock. 
Let them represent the fixed-dollar 
portion of his investment portfolio. If 
you sell him this conviction you will 
automatically sell him life insurance. 
Government bonds right now are sell- 


ing at a 12% discount. I never in my life 
ever heard of an insurance policy selling 
at a discount. We’re on sound ground 
here and we can afford to be firm and 
if we don’t sell him we’ll certainly 
soften him up for the next guy. As 
Paul Speicher used to say—‘Most peo- 
ple buy not because they believe, but 
because you, the salesman, believe.’ ” 

“Company insurance represents val- 
uable property because in one package 
it permits the corporation. to provide 
against the twin hazards of the key- 
man stockholder dying too soon, living 
too long, or the business needing re- 
serves in the event of emergencies or 
opportunities,” said Edward J. Mintz, 
New York Life, Salinas, Cal., in his in- 
vestment workshop talk. 

“Businesses, like individuals, someé- 
times have to be forced to save,” said 
Mr. Mintz. “One expansion-minded 
west coast manufacturer kept plowing 
profits back into the business. The casn 
values on over a million dollars worth 
of split-dollar insurance represent 
about the only corporate asset that 
hasn’t been borrowed on. If a recession 
comes, according to the firm’s banker 
the loan values alone may help tide the 
business over. Dividends are to be left 
in for paid-up additional insurance, 


because the stock value is expected to 
continue to increase. 

“Sections 531 through 537 (which 
have replaced old section 102(a)), im- 
poses penalties on corporations for im- 
properly accumulating surplus. Ac- 
cording to our attorneys, corporate 
investment in insurance on the lives of 
those who are key men, or stockholders 
whose stock will be bought on death 
and/or retirement, represents a proper 
corporate purpose.” 


Pension Plan Market 


An idea of the tremendous market 
for pension plans was given by Ron 
Stever, Equitable Society, Los Angeles, 
a past chairman of the MDRT, in his 
workshop talk on employe benefit plan 
as an investment. 

“There are well in excess of 500,000 
corporations in the United States,” he 
said. “At the end of 1956 there were 
about 23,000 qualified pension plans in 
operation, of which about 20,780 were 
insured plans. Assuming the adoption 
of 3,000 new plans a year, it will take 
159 years to cover the market. Even 
with a substantial improvement in mor- 
tality, very few of us will be here to 
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(CONTINUED FROM PRECEDING PAGE) 
see the end of new pension business.” 

If the employer chooses the insur- 
ance medium over self-administration 
he’ll have the advantage of winding up 
where he expects to wind up, Mr. 
Stever pointed out. However, where 
an employer is reluctant to use insur- 
ance exclusively Mr. Stever made this 
suggestion: 

“Some corporation executives be- 
lieve that at least a portion of their 
pension funds should be invested in 
common stocks in order to obtain higher 
yields and share in the growth of the 
economy. If an employer has a strong 
conviction on this subject, he can be 
shown the advantages of ‘split fund- 
ing.’ Under this concept, which is the 
equivalent of entrusting the bond ac- 
count to the insurance company while 
the equity account is handled by a bank, 
an entirely workable plan of com- 
bining the services of both the insur- 
ance companies and the banks to 
achieve whatever balance of guarantees 
and equity investments the company 
desires, has been developed. This ap- 
proach makes a lot of sense and is well 
received by the larger companies. ‘If 
you can’t beat them—join them!’ 

“The investment income of the in- 
surance company should be substan- 
tially higher than the bond portion of a 
trusteed fund. The direct-placement 
method which the insurance companies 


have used for a number of years has 
not only been advantageous to the bor- 
rower, but, because of its inherent 
economies, gives the insurance compa- 
ny a better net yield. In addition to this 
advantage in bond investments, about 
one-third of the investments of the 
typical life insurance company are in 
mortgage loans which, as a general 
rule, provide a higher return than 
bonds. The result is that the over-all 
earnings rate is substantially greater 
than the trustee can earn on his bond 
investments.” 


Share Sales Ideas 


At the basic selling techniques ses- 
sion Tuesday morning, three speakers 
shared their best sales ideas with their 
fellow MDRT members. This part of 
the program had as moderator Arthur 
F. Priebe, immediate past chairman of 
the Round Table, who is an agent of 
Penn Mutual Life at Rockford, Ill. 

So widespread is the pre-approach 
use of the telephone that a procedure 
based on avoiding it was something of 
a surprise. John A. Utz, Kansas City 
Life, Pittsburgh, said he had asked 
Dix Teachenor, who represents the 
same company at Kansas City and is a 
charter member of the MDRT, about 
this and was told: “Johnny, if a fellow 
is not worth going to see, he is not a 
prospect.” 
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“Except for repeat business with a 
present client, I know I use the phone 
for appointments less than twice a 
year,” said Mr. Utz. “Writing 200 lives 
a year without phoning for appoint- 
ments might lead you to think that I do 
unnecessary legwork. But it may not 
be as hard as you think!’ 

After explaining that he works about 
45 hours a week and takes a month’s 
vacation, Mr. Utz gave this account of 
his daily routine: 

“Even though I have an office in 
Pittsburgh, my main office is in my 
home. I write only 15% of my business 
in the big city. The other 85% is in 
the growing rural areas that house 
people working in Pittsburgh. My plan 
is to call on three people a day that I 
expect to sell. It is like cold canvas- 
sing in that they don’t know I’m com- 
ing; but believe me, it isn’t, for they 
are ‘hot prospects’, as far as I’m con- 
cerned. I know quite a bit about them 
and have a definite reason for them to 
be interested. 

“I spend two hours in the morning 
screening and picking the three I’m go- 
ing to call on. I get their approximate 
age, where they work, when they can 
be seen, whether they are married, and 
in general what kind of people they are. 
I’ve found that I get a much better 
response when I ask a client or friend 
for facts about a definite individual, 
rather than, ‘Do you know anyone who 
is getting ahead that may need life 
insurance?’ For example, let’s say I 
notice a new man at the nursery, or a 
new home in the community: I call 
someone I know that might know him, 
and get my information from him. I 
tell him why I’m interested and most 
of all, I report back the results.” 

Joe Thompson Jr., Northwestern Mu- 
tual, Nashville, tells prospects the story 
of life insurance by using his survey 
of his own insurance. But like the 
mother who can hardly wait out an 
account of someone else’s child’s doings 
to tell about her own offspring, the 
father who hears Mr. Thompson’s in- 
surance story is really thinking about 
his own family situation—“‘and won- 
dering how his program stacks up to 
mine.’”’ Mr. Thompson’s talk is covered 
in detail elsewhere in this magazine. 


Breakfast Good Time 


Richard J. Katz, Massachusetts Mu- 
tual, Rochester, N. Y., told of selling a 
business man so busy that the only 
time for an appointment was at break- 
fast—“which, incidentally, is a won- 
derful time to have interviews with 
busy men,” said Mr. Katz. 

Mr. Katz told this man: “I want to 
talk to you about your liabilities .. . 
Certainly anyone who is involved in as 
many enterprises and real estate deals 
as you must have some fairly substan- 
tial liabilities—mortgages, bank notes 
—and perhaps contingent liabilities by 
endorsements and guarantees. I’m not 
interested in the details of each deal 
but if you would care to tell me about 
your liabilities—not your assets—your 
liabilities—I really think I can offer 
some suggestions to reduce the carry- 
ing charges.” 


“This man,” Mr. Katz told his audi- 
ence, “who up to now had prevented 
me from doing any kind of a construc- 
tive job, leaned back and to my com- 
plete and utter amazement started to 
talk freely—at least by his standards 
—about his credit, his liabilities, his 
contingencies. 

“At one point, I got the impression 
that he was thinking that his answers 
were building a defense against the 
attack he expected, if and when I 
opened fire and asked him to buy in- 


Justice Dept. Seeks 
High Court Review of 
Fireman’‘s Fund Ruling 


Justice Department has petitioned 
U.S. Supreme Court to review a de- 
cision by ninth circuit court of appeals 
upholding the refusal of Fireman’s 
Fund to testify and produce its records 
at a Federal Trade Commission hear- 
ing on charges that the company had 
used deceptive A&S advertising. 

The government’s petition said that 
in cases where the respondent in an 
administrative proceeding raises a 
question over the coverage of the ap- 
plicable statute, initial determination 
of this issue is to be made by the 
agency and not by a court on applica- 
tion to enforce an administrative sub- 
poena. In such instances, the agency 
has been empowered by Congress to 
determine initially whether particular 
conduct comes within the statutory 
prohibition. 

The petition said the McCarran act 
explicitly makes the FTC act applica- 
ble to the insurance business under 
some circumstances. 

The petition notes that two circuit 
court decisions have reversed the stand 
of the FTC majority on jurisdiction. 
However, it said, irrespective of the 
correctness of the decisions in inter- 
preting the scope of FTC authority un- 
der the McCarran act, the enforcement 
of subpoenas issued by FTC in pro- 
ceedings against insurers remains a 
matter of major importance. 

Pointing out that cease-and-desist 
orders have been handed down by FTC 
in 13 of the 41 complaints filed against 
insurers, the petition said that if the 
ninth circuit court decision is allowed 
to stand it may encourage resistance 
to subpoenas in the pending cases and 
seriously restrict the general subpoena 
powers of FTC. 








surance. He sure was telling me of his 
heavy obligations—the amount of in- 
terest he paid annually. Mortgages and 
bank notes were piling higher and high- 
er, and little did he suspect that my 
statement—‘Let’s talk about your lia- 
bilities,’ was both leading and loaded. 

“So often such men go along blindly, 
increasing assets and liabilities, liabil- 
ities and assets, and they fail to recog- 
nize the importance, the need for sub- 
stantial cash—not only for estate taxes 
and administration charges, but for liq- 
uidation of debt. Bank loans must be 
paid by the executor, and very often 
contingent liabilities of a man become 
direct and immediate obligations of his 
estate. 


* * e 

“The by-product of debt liquidation 
is increased net worth, resulting in 
higher taxes and administration charg- 
es, which in turn creates additional 
need for greater liquidity. 

“This is a double barreled idea, for 
liabilities must be liquidated to realize 
the full value of assets, and frequently 
may be the only way to preserve the 
asset. Debt repayment—greater net 
worth—larger estate taxes—is part 
of a so-called vicious cycle which 
somehow goes with 20th century eco- 
nomics. 

“Only life insurance can solve the 
problem, so we must urge the advisa- 
bility of substantial ‘executors’ funds’ 


as a solution to estate shrinkage. Every © 


debt—direct and contingent—be it a 
simple home mortgage, or a long-term 
bank loan agreement, 
hedged.” 


“Recently we have seen an increasing | 
use of life insurance as a compensation 
device,” said Forrest Wallace of Chi- 


cago, of McKinsey & Co., Inc., man- 
(CONTINUED ON NEXT PAGE) 
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agement consultants, speaking at the 
executive compensation session Wed- 
day morning. 

“I am sure this trend will continue as 
more of those concerned learn of the 
possibilites,” he added. “However, this 
just won’t happen by itself. Those who 
have this product to sell must also 
have the service viewpoint and really 
come up with some new applications 
that solve problems, not just sell in- 
surance.” 

In this connection, Mr. Wallace said 
his firm recently finished a study in- 
volving 75 executives, in which the 
approach was based not upon finding a 
plan broad enough to satisfy the ma- 
jority of the group but instead of devel- 
oping a program consisting of five sep- 
arate plans, each designed to fit a par- 
ticular age and compensation group. 
This was enthusiastically accepted by 
the client. 

e e e 

What may be needed, said Mr. Wal- 
lace, is an entire new approach to ex- 
ecutive compensation—an approach 
based on individual needs and desires. 

“This would not be a new approach 
to you,” he said, “but it would certain- 
ly be new for many that operate in this 
area. Although most of us try to come 
up with solutions tailored to each sit- 
uation, we may be operating in a much 
narrower range than we think. If we 
are going to break out of this range 
and really come up with new and dif- 
ferent solutions to individual problems, 
then we must have assistance. Assist- 
ance from people like yourselves, used 
to thinking in terms of individual needs 
and technically competent in an area 
with which most of the consultants 
are relatively unfamiliar. 

“It seems to me that these new and 
different approaches can’and should 
use insurance and we should look to 
people like yourselves to help us. It 
should be a challenge to both of us.” 


Comments on Oates Case 


James F. Thornburg, South Bend, 
Ind., attorney who has worked on some 
of the country’s largest compensation 
plans, gave an enlightening comment on 


‘the seemingly strange attitude of the 


internal revenue commissioner in the 
Oates case in not petitioning for certi- 
crari to the United States Supreme 
Court, although not acquiescing in the 
decision of the seventh circuit court 
of appeals, either, 

After recalling the “vigor and in- 


sistence” with which the commissioner 
pursued the Oates case through the 
tax court to the circuit court of ap- 
peals, Mr. Thornburg asked his audi- 
ence: “Did it strike you as being extra- 
ordinary that the commissioner failed 
to petition for certiorari to the United 
States Supreme Court in this case? 
The commissioner, of course, had pub- 
licly expressed his non-acquiescence in 
the decision. How is it, then, that a tax 
battle of tactical import should have 
disappeared unnoticed from the arena? 

“The fact is that the commissioner 
has abandoned his position, withdrawn 
his non-acquiescence privately and, in 
effect, instructed his agents to adhere 
to the decision. This withdrawal of 
non-acquiescence has not been pub- 
lished for the information ot taxpay- 
ers. The commissioner’s reasons for 
maintaining privacy in a matter of pub- 
lic interest are best known to the Treas- 
ury. However, one cannot help but spec- 
ulate that public access to such knowl- 
edge would greatly stimulate the al- 
ready abundant application of deferred 
compensation principles.” 

e e ‘J 

In conclusion, Mr. Thornburg said: 

“As members of the Treasury’s loy- 
al opposition, it is our obligation to 
know most of the answers. It is be- 
lieved the answers demonstrate that 
deferred compensation, properly con- 
ceived and executed, does not involve 
unreasonable tax risks. The areas of 
exposure to uncourted taxes are less 
extensive and of potentially less danger 
than those regularly encountered in the 
ordinary course of business and tax 
practice. Tax savings are not for the 
timid. The calculated risks of deferral 
are insignificant when compared to 
many expensive ‘fringe benefits’ cater- 
ing to executive tastes and which so 
frequently turn out to be ‘singe bene- 
fits.’ ” 


Following the talks of Messrs. Wal- 
lace and Thornburg, there was a panel 
session on executive compensation, 
moderated by William T. Earls, Mutual 
Benefit Life, Cincinnati, a past chair- 
man of the MDRT. 

Harry C. Copeland Jr., Massachu- 
setts Mutual, Syracuse, said that when 
a corporation has installed or is con- 
sidering the installation of a deferred 
compensation plan without life insur- 
ance funding there is no reason for its 
management to be satisfied—‘“‘and our 
job is to make them dissatisfied, be- 


cause we know a much better, and in- 
cidentally cheaper, way to do the job.” 

Many corporate prospects just don’t 
realize that when life insurance is paid 
for with the corporate dollar “the re- 
sults are almost unbelievable,” he said. 

“It’s our mission to prove to the 
corporate executive the magical arith- 
metic of key-man insurance,” said Mr. 
Copeland. “We have to prove to him 
that the corporation can buy a $100,- 
000 contract, and if his death occurs 
anytime during his working lifetime, 
the insurance company will refund his 
corporation’s total premium _ invest- 
ment—and in addition, the insurance 
company will increase his corporation’s 
surplus account with an amount of 
money equal to the profit on $24 mil- 
lion of additional gross sales! 

“And sure, he’ll ask if the premiums 
are deductible—and when he does he 
has given us the entree into our best 
sales point! 


“Now we all know that an executive 
can make arrangements (or agree- 
ments, if you will) with the corpora- 
tion to have his widow receive $10,000 
per year for 10 years, a total of $100,000 
—under an insured plan this can be 
done without cost to the executive— 
and at a profit to the corporation! Cer- 
tainly that’s magic—and, incidentally, 
not bad management! 

“The executive must be shown 
through corporate owned life insurance 
the corporation can give him deferred 
compensation at retirement—and give 
it to him at less cost to the corpora- 
tion than any other method—including 
a qualified pension trust. 

“The executive buyers of this coun- 
try must see that a $100,000 contract, 
in addition to providing a pension ben- 
efit at the lowest possible cost, can be 
arranged to provide a disability income 
of $10,000 per year to our keyman— 
plus—and a big plus it is—we will in- 
crease the corporation’s gross earnings 
by $6,000 per year—each and every 
year he is disabled! 


Gives Telephone Technique 


Robert K. Clark, New England Life, 
Cleveland, described the telephone ap- 
proach he uses to get appointments 
with company presidents to discuss ex- 
ecutive compensation plans. He phones 
after having sent the prospect a brief 
letter and phoning his secretary to ask 
when would be a good time to phone 


her chief. The conversation goes some- 
thing like this: 

“Mr. President, are you free to speak 
on the telephone for a few minutes?” 
(If there are people in his office, he 
will tell Mr. Clark when to call him 
back). 

“Mr. President, do you have my let- 
ter in front of you?” 

“Yes,” 

“Mr. President, I have developed a 
new idea in the field of deferred com- 
pensation which I am sure you have 
not heard before. As I indicated in my 
letter, I should like to explain this 
idea to you briefly over the telephone, 
and if you are interested, I would like 
to arrange for an appointment at your 
earliest convenience.” 

“Shoot.” 

“Do you have a pencil handy?” 

“Ves,” 

“Good. This plan has two benefits: 
(1) A tax-free death benefit; (2) a 
retirement benefit in addition to any- 
thing you might get from a qualified 
pension plan. I’m going to illustrate 
these benefits by telling you of a plan 
I worked out for a corporation presi- 
dent, age 41, drawing down a salary of 
$20,000. If this young president should 
die this year, his family would get 
$100,000 free of income tax. It won’t 
cost the corporation a nickel. If he dies 
20 years from now at age 61, his fam- 
ily will get $50,000 free of income tax, 
and it won’t cost the corporation a 
nickel. If he is living 20 years from 
now, this plan will give him a retire- 
ment income of $10,000 a year for 20 
years—and it won’t cost the corpora- 
tion one cent of its operating income 
after he retires. 

e e . 

“Now, is this plan of interest to you?” 

Mr. Clark said he has yet to have 
any corporation president tell him it 
didn’t sound interesting. He continues: 
“Well, would it be possible for me 
to see you some day this week for say 
half an hour?—That would be fine. 
Thursday, at 2 o’clock. Now, so that 
I can pin this down specifically for you 
and bring you exact figures, what is 
your date of birth?” 

“Today’s income tax structure makes 
it almost impossible for the successful 
business man to set aside an adequate 
portion of his annual net earnings for 
future enjoyment,” said George M. 
Venable, Northwestern Mutual Life, 
Columbus, Ga., the third panelist. 

“For a profit-motive organization, 

(CONTINUED ON NEXT PAGE) 





=> three modern plans 


| => highly competitive rates 
| 





=> trouble free administration 


employee 


Group Annuity 


(6 or more employees) 


Deposit Administration 
(50 or more employees) 


| 
Combination Plan 
(6 to 49 employees) 


(1) “Custom” made plans (1) Long-term guarantees (1) Full individual policy 
(2) Up-to-date “Genera- (2) 3% guaranteed on fund commissions | 
tion” premium rates (3) Liberal excess interest on (2) Low premium rates 
(3) 3% interest fund (3.93% credited (3) Liberal guaranteed | 
(4) 5 year rate guarantee 1957) issue basis 
(4) Low administration (4) Auxiliary Fund Admin- 


charges 


(5) 


premium rates 


istration Optional 


Up-to-date “Generation” 


Brokers and surplus writers faced with a specific problem 
may obtain details on these plans by writing directly to our 
Home Office or by telephone to our nearest Branch Office. 


Confederation Life 


HOME OFFICE 


TORONTO, CANADA 


— 30 years in the group field — 
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there is only one method of handling 
deferred compensation so that the two 
major sought-after advantages accrue 
—current deduction by the employer 
of the contribution, and current non- 
taxability of such contribution to the 
employe. That one and only method is 
a qualified formal employe trust.” 

Mr. Venable used a hypothetical ex- 
ample to show how such a plan would 
work out and the tax savings that 
would result. 

Other features of the Million Dollar 
Round Table annual meeting will be 
reported in next week’s issue. 





Insurance Professors 
Win Fellowship for 
On-the-Job Experience 


This summer 28 professors of insur- 
ance from colleges and _ universities 
throughout the U. S. have been 
awarded fellowships under a cooper- 
ative program sponsored by Ameri- 
can Assn. of University Teachers of 
Insurance in conjunction with Amer- 
ican Mutual Alliance, Assn. of Cas- 
ualty & Surety Companies, Health 
Insurance Institute, LIAMA, and 
National Board of Fire Underwriters. 

Laurence J. Ackerman, dean of the 
school of business administration at 
University of Connecticut, is chair- 
man of the coordinating committee 
which administers the program. Un- 
der the program, now in its seventh 
year, insurance teachers are provided 
an opportunity to spend from four to 
six weeks in home offices of insur- 
ance companies studying company 
policies, procedures and _ problems. 
The advantages derived from this on- 
the-spot personal contact and obser- 
vation of the insurance industry are 
many, and benefit both the industry 
and the participating educators. 

The fellowships this summer have 
been assigned as follows: Burl M. 
Abel, Texas Tech, to Republic Na- 
tional Life; Wilbur J. Abell, Bowling 
Green State university, to Great 
American; Theodore Bakerman, Du- 
quesne university, to New England 
Life; Donald Childress, University of 
Oklahoma, to Continental of New 
York; Oliver D. Dickenson Jr., Uni- 
versity of Pennsylvania, to Aetna Cas- 
ualty, and Philip Elkin, University of 
Pennsylvania, to Mutual Benefit Life. 

Emerson Erb, Southern Illinois uni- 
versity, to Continental Assurance; 
Robert A. Ford, University of Ala- 
bama, to Southwestern Life; Sam E. 
Ganis, Ohio Wesleyan university, to 
Continental Assurance; William D. 
Geer, Stetson university, to Gulf Life; 
William A. Guinn, University of Ar- 
kansas, to Equitable Society, and Vic- 
tor Hallman, Upsala college, to Metro- 
politan Life. 

Hal F. Holt, Phoenix college, and 
William M. Howard, University of 
Florida, both to Travelers; David Ivry, 
University of Connecticut, to Con- 
necticut Mutual; Jesse B. Johnson, 
Louisiana State university, to Great 
Southern Life; Harold C. Krogh, Uni- 
versity of Kansas, to Equitable Life 
of Iowa, and Dale C. Marcoux, Wash- 
burn university, to Home. 

James E. Mittelman, University of 


Kansas City, to Kansas City Life; 
Raymond J. Murphy, Wayne State 
university, to Standard Acci- 


dent; Grant M. Osborn, University of 
Omaha, to Northwestern Mutual; Sal- 
vatore J. Picillo, Seton Hall univer- 
sity, to America Fore; Leslie A. Ras- 
ner, Baylor university, to Massachu- 
setts Mutual; Neil D. Reznik, Whar- 
ton school, to New York Life. 

Harry J. Solberg, University of Cal- 


SALESMAN TELLS HOW: | 





Public Responds to Appeal of Annuities 


(CONTINUED FROM PAGE 9) 





nature of the variable benefits provid- 
ed under a variable annuity contract. 

Today we not only recommend in- 
surance and mutual funds to our cli- 
ents but where the variable annuity 
fits into their plans, we recommend it 
also. The variable annuity works very 
well with our operation. It is a valu- 
able addition to the client’s plans for 
future security and, important from 
the salesmen’s point, it is very sale- 
able. The incomes of our salesmen will 
greatly increase by the addition of the 
variable annuity. 

To illustrate how our concept of fu- 
ture security has worked and where 
the variable annuity has played a part 
of the total program, I will cite three 
illustrations: 

We have one client, a dentist, whose 
entire future security program has 
been worked out through our associa- 
tion. He is 36, his wife is 28, and he 
has two children aged eight and five. 
The doctor’s financial security pro- 
gram consists of $80,000 of life insur- 
ance, fixed annuities that will provide 
$500 a month at age 65; $300 a month 
family income protection; $5,000 in 
mutual funds; $5,000 face amount con- 
tractual mutual fund plan; and he is 
setting aside $150 per month in a vari- 
able annuity plan for his future re- 
tirement. 

In another case we have a doctor 
age 46 and his plan includes a $100,000 
ordinary life insurance, $25,000 mutual 
funds, $10,000 insurance on each of 
his sons and a $100 monthly premium 
in a variable annuity for his future 
retirement. 

In still another case we have a 
single doctor with $20,000 ordinary life 
insurance and $5,000 in mutual funds, 
who is setting aside $200 a month in 
a variable annuity plan to provide for 
his future retirement. 

As can be seen, the variable annuity 








ifornia, to Northwestern Mutual; Vic- 
tor J. Sweeney, University of Florida, 
to Liberty Mutual; R. L. Thistle- 
thwaite, Northern Illinois State col- 
lege, to Prudential, and Joseph F. 
Trosper, Southern Methodist univer- 
sity, to Nomic. 





St. Louis Boasts Unusual 


Combinations on MDRT 


The roster of the 1957 Million Dol- 
lar Round Table includes six St. Lou- 
is agents of General American Life, 
including two unusual combinations 
which, according to reports, never had 
been equaled by any other company 
in the history of life insurance, name- 
ly: Adam Rosenthal and Elmer Rosen- 
thal, the first brothers to make the 
round table, and Fred F. Sale and 
Fred R. Sale, the first father and son 
combination to qualify for MDRT in 
the same year. The other General 
American Life qualifiers from St. Lou- 
is are Jack Hensley and Joseph S. 
Graves. 





Mass. Mutual Writes School 
Group Plan at Battle Creek 

Battle Creek (Mich.) board of edu- 
cation has voted to include all school 
contractural employes working at least 
half-time schedules under the school 
system’s group life program. Massa- 
chusetts Mutual Life was awarded the 
group contract on the basis of 21 bids 
considered. The program will provide 
$2,000 life coverage for each employe 
participating. 


is not, in our opinion, the complete 
answer to financial problems but to 
our organization it enables us to pro- 
vide the added financial tool that was 
lacking in our kit of merchandise. 

We feel that in the modern economy 
and the broad increase of knowledge 
of all of the public, there is general 
acceptance of equity type investments 
which explains the tremendous growth 
in the mutual fund and the recognition 
of some of the limitations in insurance 
annuities. We feel that because of this 
the public now is prepared to accept 
the variable annuity idea and will 
fully understand the nature of the con- 
tract and the benefits to be provided 
thereunder. 


In my opinion, the development of 
mutual funds over the past 15 years 
has been one of the most significant 
financial developments in the past 50 
years. I might add that the mutual 
fund industry has had a decided rev- 
olutionary effect upon the business of 
personal security planning. Now the 
variable annuity stands to revolution- 


ize the insurance industry. Those of 
us who wish to see a change for the 
better, want to go along with the idea. 
New and revolutionary ideas are al- 
ways opposed by those who are against 
change. There are those who oppose 
new ideas if it looks like less money 
in their pockets and a little more work 
on their part. We in our organization 
are inclined to go along with the folks 
who wish to give the public the “insur- 
ance of their purchasing power” which 
they are demanding. We believe that 
there is a place in our economy for 
both the fixed and the equity dollar 
in personal planning. With this bal- 
ance the individual will be protected 
in his planning against the dangers of 
either inflation or deflation. 

The advice that I would give, as 
one who is now actively selling the 
variable annuity and who has sold life 
insurance and mutual funds, is to point 
out that instead of fighting variable 
annuities, the life insurance agents 
should join up with the movement. 
The public wants and needs it and, as 
is always the case, will see to it that 
they are able to secure what they need. 
I for one will be out there trying to 
develop as much of the business as I 
possibly can and to serve my clients 
more adequately with a completely 
balanced and integrated plan. 











MDRT Qualifier Says Hard Way Is Best Way 
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for their families as the next man, 
most of them. 

My procedure is simple. I tell the 
story of life insurance by the use of 
my own survey. I apologize for being 
so personal as to talk about my own 
family, and the prospect is always 
willing to accept my affairs as a con- 
fidential matter. Do you often talk 
with enthusiasm about your own chil- 
dren, and their future—and with a 
family story or two thrown in? This 
is what I do, but I’m not so naive as 
to think the prospect is listening en- 
tirely to me. When a group of young 
mothers get together, each can hardly 
wait until the next lull in the conver- 
sation to tell what her young son or 
daughter did or said last week! 

And fathers are no different. As I 
talk about my program for my family, 
he’s thinking about his family and 
wondering how his program stacks up 
to mine. With exceptions, he’s never 
had a full-scale audit of his policies. 
But mine is a multi-call system of 
selling, on a low-pressure basis. There 
are some sales missed in this way, I 
know, but remember I have been 
building for a long-range clientele— 
from whose ranks will come the lead- 
ers of our community. And not many 
of these fellows take kindly to pres- 
sure tactics. 

But they react favorably when I 
explain that we have several hundred 
of these surveys among their friends 
and acquaintances, which we keep 
more or less up-to-date. And while 
our main purpose in our age group 
is in the building of estates, already 
I’ve begun to deliver a few of these 
to young widows. 

Often there is the protest that he 
ean’t afford any additional insurance 
at the present time. This is the mo- 
ment to reestablish my low pressure 
position. If I’ve obtained his policies, 
or sufficient information about them, 
and have made a tentative appoint- 
ment to bring back some recommen- 
dations, the routine begins to look 
familiarly like the last time he did 
buy a policy. I assure him that this 
survey isn’t to result in another pol- 
icy proposal; it is to be a long range 


program. And while I’m very pleased 
to have the opportunity to provide 
this audit, in the final analysis it is 
his problem, and any decision he 
makes will be his decision. 

Whether you, as a life underwriter, 
have the gift of words to paint a vivid 
picture of the insurance story, or 
whether yours is a carefully planned 
selection of sentences, it is my be- 
lief that the story must be told in a 
way that causes the prospect to feel 
the program outlined is unmistakably 
his, and especially dedicated to the 
protection of his family. In going over 
the papers of a prospect or a client 
did you ever come across a graph that 
he did not understand at all, and had 


long forgotten, but had saved, none- | 


theless? The agent presenting it may 
have missed the sale, but something 
of the value of filling personal family 
needs must have penetrated, or the 
document would not have been saved 
—isn’t that true? 

From my own personal standpoint, 
there is one other important factor in 
the telling of the family programing 
story which assures an effective and 
continuing success for me, by a vol- 
ume of sales. I have told you of my 
selection of a group of outstanding 
young men, and of my intensive serv- 
ice and attention to them. And I have 
stressed the desire of conformity 
among these successful people, and 
my consistent efforts to raise their 
sights on insurance needs, by stress- 
ing their true values to their families. 

Now this solid base of a selected 
clientele has become a tremendously 
valuable source of referred leads. 

Finally, as the greatest value of this 
quality underwriting of past years, 
the first echelon of my selected group 
has begun to have need of corpora- 


tion insurance, of split-dollar and de- | 


ferred compensation ideas—of pension 


and key man and partnership policies. © 
Many of these people could not have | 
short | 
five years ago; many whom I thought | 
had the most potential have not come | 


purchased much insurance a 


along so well—a few have come from 
almost out of nowhere to show tre- 
mendous promise. 





July 5, | 
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HOME OFFICE CHANGES 





Metropolitan Life 

Chester L. Fisher Jr. has been 
named assistant vice-president and 
assistant to president Frederic W. Ec- 
ker. Mr. Fisher, a lawyer, has been 
on Metropolitan Life’s insurance re- 
lations staff, working with vice-presi- 
dent Charles G. Dougherty. Thomas 
F. Delaney and H. Powell Yates, also 
attorneys, were named assistant vice- 
presidents in insurance relations, to 
work with Mr. Dougherty. Mr. Dela- 
ney has been a member of the admin- 
istrative personnel in insurance rela- 
tions and Mr. Yates was _ assistant 
general counsel. 


Commonwealth Life 

Homer D. Parker, executive vice- 
president of Commonwealth Life, has 
been elected to the 
board. With the 
company for more 
than 20 years, Mr. 
Parker served in 
the home office as 
director of district 
office agencies, 
agency vice-presi- 
dent, and _ vice- 
president, before 
his appointment as 
executive vice- 
president last 
month. He began 
his life career as 
an agent in Pine- 
ville, Ky., and served there as assistant 
manager and manager, and in Lexing- 
ton as manager of the company’s Blue- 
grass district office, before moving to 
Louisville. 





Homer D. Parker 


Northwestern National Life 


Dan D. McLaughlin, agency director 
since last fall, has been elected 2nd 
vice-president and 
agency director of 
Northwestern Na- 
tional Life. In the 


business for 25 
years, he joined 
the company in 


1940 as an agent 
and in 1951 be- 
came superintend- 
ent of agencies for 
the eastern divi- 
‘sion at Columbus, 
O. In 1954, Mr. 
McLaughlin re- 
turned to the home 
office at Minneap- 
olis as sales director. 





D. D. McLaughlin 


Life of North America 


Dr. Samuel R. Moore Jr. has been 
named medical director and Robert H. 
Jordan has been named actuary for 
ordinary lines of business. Dr. Moore, 
assistant medical director of Provident 
Mutual since 1952, will join Life of 
North America next Jan. 1. Mean- 
while, he will serve in a consultant 
capacity. He joined Provident Mutual 
in 1947. Mr. Jordan, associate actuary 
of Old Line Life of Milwaukee since 
1956, will assume his new position on 
July 29. He began his career with 
Equitable Society as an actuarial stu- 
dent in 1950, advancing to assistant 
actuary in 1956. He is a fellow of So- 
ciety of Actuaries. 

G. Bernard Liddiard has been elect- 
ed assistant comptroller of Life of 
North America, effective July 15. He 
has been in the tabulating division of 
Berkshire Life since 1953 and now is 
manager. He previously was with 
Great-West Life. 


Equitable Society 

Ralph E. Traber, associate actuary, 
and Richard H. Hoffman, assistant 
actuary, have been named to the 


group actuarial bureau. Mr. Traber 
was an assistant actuary and Mr. 
Hoffman a mathematician. Frank X. 
Wellersdick and Francis P. Roland, 
former associate group underwriters, 
have been named group underwriters. 
Raymond G. McCullough and Richard 
C. Meyer have been named associate 
and assistant group underwriter, re- 
spectively, in the group underwriting 
bureau. Alvin B. Nelson, was promot- 
ed from assistant actuary to associate 
actuary in Equitable Society’s mathe- 
matical bureau. Harry D. Garber was 
advanced from mathematician to as- 
sistant actuary in the valuation and 
statistical bureau. 


North American Re 


Frank L. Rowland, recently retired 
managing director of Life Office Man- 
agement Assn., has 
been _ appointed 
management con- 
sultant for North 
American Re. Mr. 
Rowland, who held 
the LOMA post for 
33 years, has just 
completed a_ six 
month world tour 
of engagements 
with life compa- 
nies in Hawaii, 
Japan, Phillipines, 
Thailand, Ceylon, 
India and Mexico. 
In his new assignment, he will serve 
in an advisory capacity to client com- 
panies in the area of office administra- 
tion. 





F. L. Rowland 


Union Mutual Life 


Samuel P. Brimigion Jr., manager 
of agencies in the western division, 
has been elected a 2nd vice-president, 
effective Sept. 1, and will return to 
the home office to assist John R. Car- 
nochan, agency vice-president. 

Carl N. Honer, supervisor of the 
policy issue department, and Willard 
R. Moulton, chief underwriter of the 
A&S department, have been elected 
assistant secretaries of Union Mutual. 

James H. Flynn has been promoted 
to assistant secretary to head a newly 
created policyholders service ‘depart- 
ment. Underwriting activities, previ- 
ously conducted by the life and A&S 
departments, will be consolidated into 
one organization supervised by Henry 
J. Southern Jr., vice president. 


General American Life 

Donald Danforth, chairman of Ral- 
ston Purina Co., St. Louis, has been 
elected to the board of General Amer- 
ican Life. 

E. Lee Trinkle Jr. has been named 
chief planning officer in charge of 
methods, procedures, operational au- 
diting and planning for electronic 
data processing for General American 
Life. Mr. Trinkle entered life insur- 
ance with Shenandoah Life as a stat- 
istician and after World War II he 
joined the insurance department of 
Veterans Administration. 


State Mutual 

Arthur F. Sisson has been promot- 
ed from publicity director to director 
of advertising and sales promotion. 
John D. Drummey has been elected 
director of public relations with of- 
ficer status. The advertising and sales 
promotion branch, headed by Mr. Sis- 
son, will promote all State Mutual 
product lines. The functions of the 
public relations branch, under Mr. 
Drummey, will include publicity. Be- 
fore joining State Mutual in 1943, Mr. 
Sisson had been vice-president of a 
Boston advertising agency, an ex- 
ecutive of Atlantic Lumber Co. and 
in charge of sales and marketing sta- 
tistics for the New England office of 
Procter & Gamble Distributing Co. 


Mr. Drummey has been public rela- 
tions director of Associated Industries 
of Massachusetts and previously held 
public relations posts with National 
Assn. of Cotton Manufacturers and 
General Electric Co. 


Shenandoah Life 


Ambler W. Webb has been named 
to the newly created position of di- 
rector of personnel and planning. Re- 
sponsibility for public relations has 
been assigned to Henry E. Thomas, 
vice-president. Mr. Webb joined Shen- 
andoah Life in 1935. In 1942, he was 
made manager of the statistical de- 
partment and in 1944 was promoted 
to assistant secretary. He was desig- 
nated planning officer in 1953. Mr. 
Thomas joined Shenandoah in 1927 
and became vice-president in 1939. 


Equitable Life of lowa 


Three home office associates have 
been promoted in a rearrangement of 
the agency department. 

H. Jacobs, superintendent of 
service, has been named superintend- 
ent of agency administration, R. A 
Speas, planning assistant, has been 
advanced to assistant superintendent 
of agency administration, and W. A. 
Pettis, service assistant, becomes serv- 
ice manager. Mr. Jacobs has been 
with Equitable since 1926, Mr. Speas 
since 1951, and Mr. Pettis since 1947. 


GEORGE WASHINGTON LIFE 
OF CHARLESTON, W. VA.—Richard 
Miller Sr., with Prudential before 
joining the company a year ago, has 
been named life agency director. 








FIELD CHANGES 








Equitable of lowa 


Thomas A. Callahan has been ap- 
pointed general agent at a new agency 
in Long Beach, 
Cal. Hejoined 
Equitable Life of 
Iowa in 1946 as an 
agent at Palo Alto, 
Cal., and was ad- 
vanced to regional 
agent in 1948 and 
to agency super- 
vior last year. 

Stephen A. 
Swisher has been 
named — general 
agent at Cedar 
Rapids for _ east 
central Iowa. He 
succeeds Byron K. 
Anderson. Mr. Swisher has been with 
Equitable since 1940 and prior to his 
present appointment was_§ assistant 
superintendent of agencies at the home 
office. 





T. A. Callahan 


First Colony Life 


Robert L. DeLong has been ap- 
pointed manager of First Colony Life 
at Portsmouth, Va., with offices at 806 
Loudown avenue. He has been in the 
insurance business since 1946. 


Connecticut General 


James D. Williford has been ap- 
pointed assistant district group man- 
ager in Kansas City. Named assistant 
group managers are Robert J. Chase 
in Davenport, Don G. Loizeaux in San 
Francisco, Richard Kirwin in Erie, and 
Philip A. Vaughan in Boston. Mr. Wil- 
liford has been on the Kansas City 
group staff since joining Connecticut 
General in 1953. Mr. Chase joined the 
company in Des Moines in 1952 and 
went to Davenport in 1955. Mr. Loi- 
zeaux has been at San Francisco since 
1953. Mr. Kirwin was at Buffalo before 
going to Erie in 1955. Mr. Vaughan 
joined the company at Boston in 1954. 


Aetna Life 


L. D. Briant, general agent at Yon- 
kers, N. Y., has retired. His successor 
is John J. Walkinshaw Jr., now as- 
sistant general agent at Stamford, 
Conn. Mr. Briant, with Aetna for 46 
years, will continue with the agency 
as general agent emeritus. Mr. Walkin- 
shaw joined Aetna in 1952. 


Travelers 


Appointed district group supervisors 
are John J. Quinn at Newark, Wil- 
liam M. Wise Jr., Boston, and Gilbert 
M. Sawyer Jr., Reading, Pa. Frederick 
J. Volkommer has been named assist- 
ant district group supervisor at Tam- 
pa, Fla. Mr. Quinn joined Travelers’ 
group department at the home office 
in 1941 and was named district group 
supervisor at Reading in 1951. Mr. 
Wise joinéd as a group supervisor at 
Boston in 1942 and became district 
group supervisor at Newark in 1951. 
Mr. Sawyer started his insurance ca- 


reer with Travelers as a field service 
representative at the home office in 
1949 and was appointed district su- 
pervisor of group pensions at Pitts- 
burgh in 1953. Mr. Volkommer joined 
as a group supervisor at New York 
in 1954 and became assistant district 
group supervisor there two years later. 


Manhattan Life 


Lars F. Juhlin has been appointed 
general agent in Fresno, with offices at 
933 East Alamos .,, ee ee 
avenue. Mr. Juhlin 
came to the U. S. 
from Sweden in 
1948 and _ joined 
Penn Mutual at 
San Francisco, 
where he remained 
for three years. He 
then served as 
manager of Con- 
tinental Assurance 
in Oakland, until 
accepting the 
Manhattan Life 
appointment. 





L. F. Juhlin 


Equitable Society 


Noel E. Stafford has been named 
loan supervisor in the Dallas farm 
loan office succeeding O. E. Aday, who 
has retired from the post he held 
since 1945. Mr. Stafford has been as- 
sistant loan supervisor in Dallas for 
the past year. He joined Equitable at 
Memphis in 1945. Named _ assistar* 
loan supervisor in Dallas is Jc wu. 
Barber. With the company since i: 7, 
he has been an appraiser in Spok+_:: 


Mutual of New York 

William H. Schmidt, associate ac- 
tuary since 1952, has been named 2nd 
vice-president and associate actuary. 
He entered the business with Pru- 
dential in 1935 and joined Mutual in 
1943, becoming assistant actuary in 
1947. He is a fellow of Society of Ac- 
tuaries. 


New England Life 


James V. McCabe has been named 
supervisor of the Crosby agency of 
New England Life at Seattle. He 
joined Lincoln National Life at Cor- 
vallis, Ore., in 1953 and was trans- 
ferred to Portland as supervisor in 
1955. 


Great Southern Life 


Great Southern Life has appointed 
Jess Young Jr. manager of the Red 
River agency at Paris, Tex., and H. 
Ford Johnson at the east Texas agen- 
cy at Tyler. Mr. Young replaces Ed- 
win N. Schilling and Mr. Johnson 
succeeds Clyde M. Scales Jr., both of 
whom are returning to personal pro- 
duction. Both Mr. Young and Mr. 
Johnson joined Great Southern in 
1954 as agents and became assistant 
managers of the sales training divi- 
sion at the home office. 
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Nationwide Agents to Sell Fund Shares 
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ed, or vice versa, is substantially re- 
duced. 

“To my knowledge, Nationwide is the 
first major life insurer to sanction 
and encourage the sale of equities by 
its agents. I do not think we’ll be the 
last one. In due time, as more com- 
panies take up the challenge of the 
fluctuating dollar, I believe more pro- 
grams of this nature will be adopted. 
It is likely to be the next big develop- 
ment in the insurance industry. 

“In this departure from the long- 
established concept of insurance sales 
and service, Nationwide is under no 
illusions that it has found the complete 
and final answer to the problem of 
inflation as it affects savings. But we 
believe we have taken an important 
step in the right direction. And from 
the standpoint of policyholders, it may 
be the wisest thing we ever did. 


Questions and Answers 


Will all Nationwide agents sell 
Mutual Income Foundation 
shares? 

That will depend largely on the 
agents. The sale of MIF shares 
is optional with each agent, and 
he must meet state requirements 
and company standards to qual- 
ify. In these early stages it is 
the most experienced and best 
established agents who are add- 
ing MIF to their portfolios. 
What guidance will agents have, 
aside from their training as in- 
surance agents? 

A corps of people trained and 
experienced in the _ securities 
field is being developed by Her- 
itage Securities in its sales or- 
ganization. Several of these po- 
sitions are already filled. 

Isn’t the savings program you 
propose already available to any 
one who wants it? Couldn’t any 
person buy equity shares from 
a broker and insurance policies 
from an insurance agent with 
the same results? 

Yes, such a program is possible, 
and has been for years. But we 
believe that an agent, handling 
both equities and insurance, is 
in a position to help the indi- 
vidual decide on a proper bal- 
ance between the two. The agent 
with only one product is under- 
standably only going to try to 
sell one product; but if he has 
two products he can sell either 
one, or a combination of the two, 
whichever best serves the needs 
of the buyer. 

If an individual had a certain 
amount of money—say $50—to 
spend each month, would the 
Nationwide agent recommend 
that he put half of it in insur- 
ance and the other half in Mu- 
tual Income Foundation shares? 
No, that’s not the way it works. 
It would depend on the circum- 
stances of the individual and his 
family. Maybe he shouldn’t buy 
equities at all. On the other 
hand, he may need equities more 
than he needs additional insur- 
ance; or he may need a little of 
one, a lot of the other. 

From the agent’s standpoint, is 
there any advantage to selling 
mutual fund shares rather than 
insurance, or vice versa? Would 
he be inclined, because of per- 
sonal financial return, to favor 
one over the other? 
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I think not. The agent’s liveli- 
hood depends, of course, on his 
total sales commissions. We have 
endeavored to make our com- 
mission schedules comparable 
on the average. The agent can 
be completely impartial in this 
respect. 
How does your program compare 
with the variable annuities that 
have become a controversial is- 
sue among large insurance com- 
panies? 
It is simply a different approach 
to the same basic problem. 
Does Nationwide plan to market 
variable annuities if they should 
be authorized under the laws in 
the states in which your com- 
panies operate? 
That depends. If variable annu- 
ities should become legal in our 
operating territory, and if we 
should decide they offer the best 
answer to the problems we’re 
trying to solve, then certainly 
we would consider “variables.” 
But right now we have no plans 
to do so, because we believe our 
program is the best answer we 
know of at the present time, all 
factors considered. What we’re 
aiming at is the best possible 
program to help people conserve 
the purchasing power of the dol- 
lar. 

Must people who buy mutual 

fund shares through Heritage 

also buy insurance through Na- 
tionwide or vice versa? Is this 

a package deal? 

Absolutely not. The sale of eith- 

er one is absolutely not condi- 

tioned on the sale of the other. 

What do you mean when you 

refer to the “fixed dollars” of 

insurance and the “variable dol- 
lars” or payments of equity fund 
shares? 

A — Well, the “variable” dollar in 

equities is pretty well under- 
stood. That is, you may receive 
a greater number of a lesser 
number than you put into equi- 
ties, depending on whether the 
equity appreciates or depreciates 
in value. In the case of equities 
this rise or decline usually re- 
flects the economic conditions of 
the times. 
The so-called “fixed” dollar of 
insurance generally means that 
the insurance contract calls for 
a specified number of dollars to 
be paid under certain conditions 
at a certain time. Actually, the 
value of the dollar is never 
“fixed.” The number of dollars 
to be paid may be “fixed”, but 
the purchasing power of those 
dollars isn’t. We’re all dealing 
with variable dollars when you 
consider purchasing power, and 
that’s what’s important to the 
public. It’s the problem we’re 
trying to solve. 

Q — You have said you expect other 

insurance companies to adopt 

some similar program of equity- 
insurance combinations. Why? 

In the first place I believe 

everyone, including insurance 

companies, is conscious these 
days of the problems of inflation. 

In the second place, the life in- 

surance industry has a brilliant 

record of adapting itself to meet 
people’s needs. The industry has 
developed many kinds of policies 
to meet the changing needs of 
people. And as our fluctuating 
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economy, with its inflationary trend, 
presents another problem, I think the 
insurance industry will rise to the chal- 
lenge. 

The home offices of both MIF and 
its distributor, Heritage, are at 246 
North High street, Columbus, O., 
which also is the home office of Na- 
tionwide. Other offices of MIF are 
located at 1575 Penobscot building, De- 
troit, and 655 Madison avenue, New 
York. 


Texas Board Studies Rate 


Changes for Credit Cover 


The possibility of changing the 
Texas rate structure for credit insur- 
ance was taken under consideration 
by the board of insurance commis- 
sioners after an official aserted that 
“It takes an algebraic formula to fig- 
ure it out.” 

Joe Roberts, who directs the board’s 
credit life division, told the three 
commissioners that “usurious. rates 
are still being used, although they 
seem to have technical ways of get- 
ting by.” Chairman Osorio of the 
board requested Mr. Roberts and 
State Attorney General Will Wilson 
to try to draft suitable new restric- 
tions and regulations for subsequent 
consideration by the board. 

Complaining that the present rate 

structure regulations made it easier 
for usurious charges to be imposed, 
Mr. Roberts declared that “a simpler 
way is needed.” 
Commissioner Gibbs declared the 
agent often collects 90% commission 
“for filling in 10 to 12 lines of a 
printed form.” 





Chicago H. O. Underwriters 
to Hear Washington Nat'l] Doctor 


Dr. P. C. Waldo, medical director of 
Washington National, will address the 
July 11 meeting of Chicago Home 
Office Life Underwriters at the Old 
Heidelberg restaurant, 14 West Ran- 
dolph street. His topic will be “In- 
surance Companies’ Relation with the 
Medical Profession.” After the formal 
address, Dr. Waldo also will discuss 
as part of the question and answer 
period “Tleitis and its Affect on Mor- 
tality.” Reservations for the meeting, 
which will start with dinner at 
6:30 pm., can be made through July 
8 with H. E. Dunham, Retail Credit 
Co., Randolph 6-9100. 





First Mass. Mutual Family Policy 


Massachusetts Mutual issued its 
first family policy to one of its own 
agents, Robert J. Harvey of Glencoe, 
Ill. Mr. Harvey purchased $10,000 of 
ordinary on his own life, $5,000 of 
term on his wife, Marie, and $2,500 of 
term on each of his seven daughters 
and five sons, who range in age from 
nine months to 17 years. Before the 
family plan became available, he 
had $115,000 on himself and addition- 
al coverage for his wife. 


Mutual of N. Y. Hurricane Aid 


Mutual of New York, with 30,000 
policyholders throughout Louisiana, 
has aided victims of Hurricane Au- 
drey by instructing its New Orleans 
agency to issue policy loans up to 
$500 without waiting for formal ap- 
proval of each loan from the home 
office. In addition, an extension of 
up to 30 days is allowed on the nor- 
mal grace period for paying premi- 
ums and loan interest payments, and 
for restoration of contracts. 


Insurer Sells $400,000 Group Plan 


Employees Security Life of Grand 
Prairie, Tex., has underwritten a 
group plan involving an excess of 
$400,000 of insurance for more than 
800 members of UAW-CIO local 1081 
of Garland, Tex. Members of the 
union voted unanimously to buy the 
insurance plan which was negotiated 
by A. T. Little, agency vice-president 
of Employees Security. Dan Sanders 
was the agent. 








Tait Opposed to 
FTC Jurisdiction 


(CONTINUED FROM PAGE 2) ~ 
insurance and faith in the integrity of 
the insurer. 

Health and accident insurance has 
another essential aspect, he said. Its 
limitations are not fully understood. 
The idea of securing protection against 
loss resulting from accident or sickness 
is relatively new. Some twenty years 
ago, he point out, the public spent less 
than $150 million for this type of pro- 
tection. This year, it will spend more 
than $4 billion. “You also note that 
prior to the introduction of this type of 
coverage, the normal family only 
bought life insurance, fire insurance; 
and various types of automobile liabil- 
ity coverage. The singleness of the risk; 
death or fire, coupled with a fixed 
benefit, does not offer as broad an ad- 
vertising target as the accident and 
sickness contract. However; when 
American families added this new kind 
of insurance—medical, surgical, hospi- 
talization, and loss of income protection 
—to their budget; they derived the same 
comfort, the same specific confidence 
they had found in their other policies. 
To receive so much when death or fire 
occurred meant also to receive so much 
when sickness or accident struck. It was 
just that simple to them. 

“But you are aware of the under- 
writing problems involved in a contract 


reaching a variety of sickness or acci- | 


dent risks. You know that contract 
must be more complex. However, it is 
not necessary for our purposes here to 
list or justify the contractual reserva- 
tions effecting the insurer’s liability. 
What we must remember is that the 
public is not fully educated concerning 
the contractual differences between 
health and accident coverage and other 
forms of insurance. Certainly advertis- 
ing must not misinform the reader as 
to the true nature of this protection. It 
must not exaggerate the scope of cov- 
erage nor hide limitations of the pol- 
icies.” 

Commissioner Tait concluded by ap- 
plauding the constructive efforts of the 
insurance business in developing in a 
comparatively short time the accident 
and sickness insurance policy from an 
academic experiment to a real social 
need. He is confident, he said, that such 
insurance is genuinely needed for the 
protection of the individual and the 
family. “To this need can be added the 
intangible benefit of increased public 
confidence in the honesty of insurance 
advertising.” 

“The storm over insurance in the 
past month has done much to clear 
away the fog of suspicion. Both you 
who advertise insurance and the public 
who needs it can welcome this cleaner 
atmosphere for doing business. Both 
will profit from the experience.” 





Organize Life Company in Ga. 

Southern Coastal Reserve Life, 
which has its home office in Macon 
and executive offices in Savannah, will 
begin writing policies Aug. 1. Marvin 
Moate of Sparta, speaker of the Geor- 
gia house, is chairman. Other officers 
are Glenn Thomas of Jesup, president; 
Dan Flexer of Brunswick, vice-presi- 
dent; Erwin H. Berry of Savannah, 
vice-president and agency director, 
and Edward A. Willis of Macon, treas- 
urer. 





William E. Long, agency director 
of First United Life of Gary, Ind., 
has been named executive vice-pres- 
ident and a member of the company’s 
board, filling the vanancy created by 
the resignation of Charles M. Hansen 
who is re-entering the actuarial con- 
sulting field. Leigh B. Sydes has been 
named comptroller of the company. 
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Tucked away in a Philadelphia suburb is a col- 
lege without a classroom or campus. Yet this unique 
educational institution has had a profound profes- 
sional influence on the life insurance industry. 

It is the American College of Life Underwriters, 
founded in 1927 to establish a professional stand- 
ard of education in life underwriting. In pursuing 
its noble aims the college finds itself active in many 
areas: encouraging and fostering the training of 
college students for a life insurance career . . . coop- 
erating with colleges and universities in general 
life insurance education for laymen. . . promoting 
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research and preparing text books and other essen- 
tial materials. 

But the college is perhaps best known as the or- 
ganization that grants the designation, “C.L.U.” 
Because of the high standards it set — and insists 
on maintaining — the Chartered Life Underwriter 
is recognized as a life insurance advisor who has 
attained true professional stature. 

The Travelers is proud of its agents and staff 
men who are members of the Travelers C.L.U. 
chapter. 


We salute The American College of 
Life Underwriters on its 30th Anniversary. 
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Announcing 


STATE MUTUAL’S 





Learn today how State Mutual’s new Equity Builder offers 
new and profitable sales opportunities for aggressive General 


Insurance Brokers. Mail coupon for full details. 














x Those who direct State Mutual agencies operate under’ PAD'"'(Planned Agency Devel- 
opment )—a new and unique compensation system and agency building program. 


DESIGNED ESPECIALLY FOR 


SPLIT DOLLAR AND KEY MAN SALES 


A fresh and intriguing approach 
to better employee morale through 
greater financial security. 


IMPORTANT HIGHLIGHTS 


of State Mutual’s New EQUITY BUILDER Policy 


Face amount $25,000 and up. 


Death benefit before age 65, or tenth an- 
niversary if later, face amount plus cash 
value. Thereafter, face amount only. 


Issued males actual ages 16 thru 70, 
females actual ages 19 thru 70. 


Females written with 3 year age rate-down 
credit in states where approved. 


Also available to Special Class risks up 
to and including Table 16. 


High cash values in early years... . Full 
reserve immediately. 


Level Term to Age 65 Rider for male 
applicants. 


Waiver of Premium Benefit available. 


Accidental Death Benefit available with 
coverage continuing to age 70. 


Dividends commencing at end of Ist year. 


When used for Split Dollar sales, em- 
ployee’s beneficiary assured of at least 
full face amount. 


STATE MUTUAL LIFE ASSURANCE COMPANY 
WORCESTER, MASSACHUSETTS 


j Key Man Sales. 
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Please rush full information about your new Equity 
Builder policy designed especially for Split Dollar and 
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